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A Shingle that’s really 
Different, Distinctive...and Better 


When you sell Barrett EVER-FASTT 
Shingles, you’ve got something you can 
really get behind and push with complete 
confidence and enthusiasm. They’re ex- 
clusive to Barrett! And everybody likes 
"em. Home-owners because they’re super- 
looking and give super-protection; roofers 
because they apply easily and quickly; 
dealers because they turn over fast and at 
good profit. What other shingle offers all 
these advantages? 


1. Only 111 shingles per square, and 
only two nails per shingle. That means 
real application economy 

2. A deep head-lap of 3!%” and a side- 
lap of 6”. 

3. Locking tabs are a full 314” in depth, 
and are cut straight, for added strength. 
They really hold the shingles in place on 
the roof. 


4. Cut-outs (24,” x 1”) wide enough to 
provide adequate clearance for the sides 
of adjacent shingles to slide through and 
to allow for expansion and contraction on 
the roof 

5. Alignment slots to permit quick 
checking with the sides of overlapping 
shingles 

6. Attractive balanced design that gives 
double coverage over 100% of the roof 
and triple coverage over 50% of the 
roof 

7. A shingle that’s backed by Barrett 

. . “the greatest name in roofing.” 


Wherever you are—and especially if 
you’re located in areas where wind storms 
are common (and who isn’t?)—you'll 
want to get complete information about 
Barrett “EVER-FAST” Shingles. Phone, 
wire or write today! 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


40 Rector Street, New York 6, N. Y. 
36th St. & Gray's Ferry Ave., Philadeiphie 46, Po. 
1327 Erie Street, Birmingham 8, Aicbama 
205 W. Wacker Drive, Chicago 6, Ill. 


SPECIFICATIONS 
Size 20” x 20” 
Head-lap 3%” 
Shingles per Square 111 
Bundles per Square 3 
Approx. Weight per Square 235 Ibs. 
Underwriters’ Label Class “C” 


can Koofer and Siding | 


Blue Black Greengrain 

Deep Green Redgrain 

Deep Red Bluegrain 
Slategrain 


Browngrain 
*Rec. U. S. Pat. Of,- 
{ Trade Mark of Allied Chemical & Dye 


425 Fourth Ave.. New York 1¢ 


Subscription price, Domestic $3.00 ; 35 « ce nada ar reign $4 per tered as second class matter Tuly, 194", 


Post Office at New York, N.Y 
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Check these advantages of 
armstrong’s Temlok Roof Insulation 
® High insulating efficiency 
® Strong, rigid, durable fiberboard 
® High moisture resistance 
® Weighs only 1.35 Ibs. per bd. ft. 
® Easy to handle on the job 
® Low pitch absorption 
® Neat, firm square edges 
* 


Low in initial and installed cost 


Costs go down when Temlok goes on 


When you use roof insulations that have to be 
“pampered” during installation, you’re bound to 
run up costs. The extra handling that’s neces- 
sary takes time, and time costs money. 
That’s one thing roofing contractors like about 
Armstrong’s Temlok® Roof Insulation—it can 
be handled without special care. For example, 
workmen can haul Temlok to roof decks in 
slings. They can lug roofing felt across it without 
easily damaging Temlok’s surface . . . roll loaded 
wheelbarrows over Temlok, yet not crush it. 
Here’s another way Temlok saves you money. 
Hot asphalt and pitch bond securely with the 
firm surface of the board—without seeping in 
to lower its high insulating efficiency. Because 
Temlok’s square or shiplapped edges butt tightly 


together, pitch doesn’t soak through joints. 

Temlok is a good “salesman” for you, too. Its 
low price and low installation cost speak for 
themselves. They give you an excellent chance 
of landing a lot of new jobs. You'll find that this 
practical insulation makes the kind of job that 
boosts your reputation—spreads the word about 
the dependability of your work. 

For those jobs that require an insulation with 
an extra measure of moisture resistance, there’s 
Armstrong’s Asphalt-Impregnated Temlok. For 
a heavy-duty job, always recommend Arm- 
strong’s Corkboard. Get all the details on these 
dependable insulating materials. Write 
today to Armstrong Cork Co., 6201 © 


Concord St., Lancaster, Pennsylvania. 


ARMSTRONG 'S ROOF INSULATION 


CORKBOARD 


e TEMLOK 
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K. F. APPLICATORS 
NOT OVERSOLD JUST UNDERPRODUCED 





Due to a present shortage of Glass Fibers and a sharp 
upswing in orders, we find it necessary to allocate our 
present production. We are doing our best to treat all 
of our customers fairly and equally. 


We appreciate your confidence in our products and trust 
you will order only as needed. 
Save your worn down K.F. Applicators; they make ex- 
cellent seam and patch mops. 


Manufactured by 


KIRBY INDUSTRIES 


114 N. SUNSET BLVD., TEMPLE CITY, CALIF. 
716 N. ERIE, WHEELING, W. VA. 
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life of H Y DE non-hardening... 
ROOFING KNIVES Cw non-staining... 


an 
Hyde's No. 10 Roofing Knife adheres to y 


Meads » double life -yes, gives 
you double wear because of its 
two-point blade. Made from 
Hydex steel, expertly heat treat- 
ed, ground and honed, it pro- 
vides extra toughness and sharp- 
ness. Easy blade release enables 
you to change blades in just 10 
seconds! Handle and blade 
holder will last indefinitely. Spe- 
cify HYDE Roofing Knives—for 


lasting satisfaction. 


CALBAR PAINT & VARNISH CO. 


of Technical Products 
HYD MANUFACTURING CO. 2612-26 N. Martha Street * Philadelphia 25, Pa. 
SOUTHBRIDGE, MASS. U. S. A 
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“There's a Johns-Manville 
\ Built-Up Roof!’ 


- 


“Right! It’s smooth-surfaced— 
has fireproof, asbestos felts’ 





“...and Asbestile Flashings 
give added protection!“ 





Yes—it’s a Flexstone Roof 
Each ply is a flexible covering of stone! 


@ The secret of a Johns-Manville 
Flexstone Built-Up Roof is in the 
felts. They’re made of fireproof, 
rotproof, enduring asbestos. 

Give your customers that kind 
of all-out roofing protection. 

The felts are perforated to 
make application easier . . . give a 
smoother job and conform better 
to irregularities in the roof deck. 


*Reg. U. S. Pat. Off. 


Send for your free copy of the 
new J-M Specification Manual on 
Built-Up Roofs . . . smooth-sur- 
faced or gravel-surfaced . . . for 
any type of deck—wood, steel, 
concrete, or gypsum. Includes 
specifications for Asbestile* Flash- 
ing. Write Johns-Manville, go 

Box 158, Dept. AM, New JM 


York 16, N. Y. 
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SHADOWLINE 


RED BLEND « BUFF BLEND « MOSS BLEND 


3 eur un HT_LINE Sey | 


You won’t click 
if you don’t stick to 


“THE WORLD'S FINEST INSULATING SIDING” 


WATCH FOR THIS NEWEST 
BEST MERCHANDISED SIDING LINE 


IT IS MADE FOR PROFITABLE SELLING! 


NEW INSELSTONE 


NEW INSELWOOD we 
“ E l od 
At 2 Nation ss0C- AY | 
An poe : aid exas 
el, Ho g 
n. 2 


2 IVSELBRIC a 
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MASTIC ASPHALT CORP , JONES & BROWN, INC. 


I 
n..! 
' 
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Looking over the 40th year Index of 
AMERICAN ROOFER & SIDING 
CONTRACTOR, this publication feels 
it has cause to be pleased with the num- 
ber and variety of articles, departments 
and special features presented during 
the year. While certain subjects which 
come within the ken of the contractor 
were less fully treated, others were more 
fulsomely represented during the past 
twelve-month 

Fifteen articles on roofing application 
and practice were presented ; the same 
number as a year ago. While the num 
ber of articles on siding dropped some 
what, due to the fact that the serializa 
tion of the “Insulating Siding Manual” 
last year had taken up considerable ad- 
ditional space, the section on Manage 
ment doubled 

“Selling and Advertising” was repre- 
sented by a slightly larger number than 
last year, as was the “Condensation, 
Ventilation and Insulation” section. Al 
“Safety” and “New Ma- 
terials” sections dropped somewhat, 


theugh the 


there was cause to rejoice in that every 
section and department which appeared 
a year ago was again represented in the 
1950 year. 

The record in Departments was par- 
ticularly good. Kinks & Shortcuts, 
which, until two years ago appeared 
sporadically, now is represented every 
single month, as is, for the second year 
in a row, the Ilhat’s New section. An 
entirely new section called Tips For 
Salesmen appeared in July, August and 
October, and, if reader response war- 
rants, will appear more frequently in 
1951 


. 


The year was marked by many, and 
in some cases sudden changes. Until 
the sudden outbreak of the Korean War 
in June contractors were strongly in- 
terested in getting the FHA Title I 
provisions extended. There was much 
debate on this subject, and association 
leaders made frequent trips to Wash- 
ington. Aluminum application, which 
had become a major application topic 
by mid-year, shifted over to the Edi 
torial discussion section when it became 
apparent that cuts in civilian uses of 


(Continued on Page 23) 
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Devoted to Roofing * Siding * Insulating * 


Publishers of 
Roofing, Siding & Building Specialties Manual 


JANUARY, 1951 


Waterproofing 


Vol. 41 No. | 





Nailing It Down 

40th Anniversary Issue, History of Magazine and Associations 
Aggressive Selling, Cautious Management Means Good ‘51 Year... . 
How To Apply Individual Shingles To Exterior Walls 

Annual Conventions Coming Up In January and March 

Small Contractor Finds Direct Mail Gives Him Best Dollar Return... . 


Effective Promotional Program Builds Illinois Firm To Leading 
Position In Its Town 


More Easy To Sell Specialties That Can Boost Your Winter Business. . 
What's New 

Applying Insulating Siding, No. 3 of New Series, Furring Strips 
Re-Roofing Of Army Camps 

News Of The Month 

Kinks & Shortcuts. 

Yours For The Asking.... 
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SYLVAN HOFFMAN, Editor 

JOSEPH H. FRIEDMAN. Managing Editor 
STANLEY R. KERMISH. Vice-President 
V. M. SASSI. Inquiry Manager 


ROBERT M. HOFFMAN. Advertising Director 

E. B. MEYER. Production Manager 

W. L. NOELLE, Western Manager 

CHARLES J. MICHAELS, Circulation Mgr. 
A HOFFMAN PUBLICATION 

AMERICAN ROOFER and Siding C is published by Harris-Fox-Hoffman Corp. 

Sylvan Hoffman, President; L. S. Harris, V. P.; S. R. Kermish. V. P. EXECUTIVE AND EDI- 

TORIAL OFFICES, 425 Fourth Avenue. New York City 16, N. Y. Telephone, MUrray Hill 

3-6280-1-2. 

WESTERN OFFICE. 549 W. Randolph St.. Chicago 6, Ill. Telephone, Central 6-5164. 

Issued monthly. Yearly subscriptions, $3.00 in the United States and Canada. $4.00 in all 

other countries. Single copies. 35 cents. Second class entry. 


VOLUMES ARE ALSO AVAILABLE ON MICRO-FILM. 





Not responsible for the return of manuscripts or illustrations. 
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FOR ECONOMY —EFFICIENCY—DURABILITY 
USE a ‘“\HEET-MASTER” KETTLES 


e SAVE OVER 50% TIME-FUEL-LABOR 
e HEATS MORE UNIFORMLY-INSULATED 
e RUGGED CONSTRUCTION WILL OUT- 
LIVE ANY OTHER KETTLE 
: e MORE HOT STUFF-CHEAPER-FASTER 
PNEUMATIC-TIRED 


REASONS FOR ‘'HEET- MASTER SUPERIORITY ARE: 


A HEAT jaan al t "9 ton the oe locked burner well FULL LENGTH CHANNEL FRAMES — COMPLETE 
qremetes § cir vier tion 7 neat ali coe omes sate deposit fo , eames SPLASH PLATES — SEMI-ELLIPTICAL STEEL 
ot 


SPRINGS provided on all wheeled models. 
MEAVILY REINFORCED. GusseT “PLATES on the wetpeD on UFTING "HANDLES 0 oe ube unit 
skids so that the kettles will stand up under the 


ck fo pop f icknowledged 
STRONG “WELDED: ON “MANUAL TOWING HAN 


roughest handling superiority of ‘Heet-Mas u know it, gives 
A PeRies OF HINGED COVERS over the burner be easily monipu you the finest roofer’s “~ sitin ‘. ‘i’ “ttle, s: 
enin nd the stacks to keep rain or other i re 





AVAILABLE on Skids— 


Steel Wheels — Hard | VIS|T Coe BOOTHS Nos. 5 & 6 


Rubber Tires and 


Pneumatic ‘Tired mod AT THE HOUSTON CONVENTION 
; oo disc type NATIONAL ROOFING 

CAPACITIES: 30—SS CONTRACTORS ASSN. 

80—115—175 and 230 | SHAMROCK HOTEL, HOUSTON, TEX. 


7 P gallons. 
SKID-MOUNTED JANUARY 29, 30, 31, 1951 
and 


FOR THE BEST IN ROOFING ACCESSORIES 
ASK FOR (eo ROOFING CATALOG 418A 
SHOWING THE LATEST 


* Roofing Kettles * Scrapers * Asphalt Sprayers 

* Torches and Burners * Mop Carts © Ladder & Roof Brackets 
* Cork Dip Pans * Blowtorches © Roof Pumps 

* Hoisting Wheels * Buckets and Pots 

* Power Hoists * Ladles * Lead Furnaces 

* Roofing Beams * Walk-Meter * Scores of Other 
* Mops and Parts * Gravel Hoppers Roofers’ Tools 














USE AEROIL MODERN EQUIPMENT 
TOPS IN VALUE AND QUALITY 


«+ PRODUCTS COMPANY, INC. 


SOUTH HACKENSACK NEW JERSEY 
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40TH ANNIVERSARY ISSUE 


History of “American Roofer” Shows Rise Parallel 
To Growth And Diversification Of This Industry 


" IRTY years ago this month the 
first issue of “American Roofer,” 
“Journal of The Roofing, Fireproofing 


and Waterproofing Trades,” 
appearance 


made its 
Since that issue of Janu- 
ary, 1911 the magazine which now bears 
the title of AMERICAN ROOFER & 
SIDING CONTRACTOR has ap- 
peared continuously, without a break 

The magazine was founded by Eu- 
gene M. Pope, who in 1910 was 51 
years old, widely and deeply experi- 
enced in the running of trade maga- 
zines and newspapers. For the next 25 
Mr 
out the principles by which the maga- 
zine was founded: 

“To further practical understanding, 
sound business methods and good will 
in the great trade to 
devoted.” 


vears, Pope and his heirs carried 


which it is 


Changed Hands In ’36 


In 1935 Hoffman 
“Modern 
later, i 


Publications had 
Roofing.” One year 
January, 1936, Mr. Sylvan 
Hoffman and his associates acquired 
the “American and with it 
was combined “Modern Roofing.” For 
the past 15 years Hoffman Publications 


begun 
Re “ fer,” 
carried on the 


lave traditions of the 


Contractors Associations Pre-Date Magazine 
And Have Been Regularly Reported Since 1911 





Turn page for view of front cover 
of Vol. 1, No. 1, Jan. 1911 “Amer- 
ican Roofer” 








original publication, In the announce- 
ment of consolidation made in the Janu- 
ary, 1936 issue the publishers pledged 
the magazine “to giving the roofing 
helpful and 
authoritative materia] that will benefit 


his business and increase his profits .. . 


contractor informative, 


and, as far as consistent, spare no ex- 
pense, to make his magazine of prime 
importance in his future opportunities.” 
First Cover 

The cover of the first issue of “Amer- 
ican carried ads from com- 
panies largely non-existent today. Old 
time roofers may remember the “Saf- 
guard 


Roofer” 


Granite Eastern 
Granite Roofing Company, then located 
at 12 Battery Place, N. Y. C. and 621 
Monadnock Block, Chicago. The 
USONA Manufacturing Company of 
Aurora, Illinois, was advertising its 
“Roofings Prepared Right,” which in- 
cluded “Rubber” roofing and Burlap 
roofing. Who remembers the Inlaid 
Slate Company of Pen Argyl, Penn- 
svylvania, or E. D. Peters & Sons, 


(Turn Page, Col. 1) 


Roofing” of 


VEN before the appearance of the 

first magazine devoted to the in- 
dustry, trade associations had played 
their part in improving standards, 
bringing about mutual cooperation, and 
preventing unfair and unscrupulous 
practices in roofing and siding. One of 
Na- 
tional Association of Master Gravel and 
Slag Roofers, organized on February 
22nd, 1887. Membership in this pioneer 
group was restricted to slag and gravel 
firms. 


the earliest associations was the 


The February, 1911 issue of “Ameri- 
can Roofer” reported on the 28th an- 
nual convention of the Master Gravel 
and Slag Roofers of America. It was 
held in the St. Charles Hotel, New 
Orleans. 

According to a contemporary report : 
“One of the greatest services performed 
by the association was to attempt to 
standardize and improve the existing 
roofing materials. The situation at the 
time was chaotic in this respect: There 
were nearly 300 companies and indi- 
viduals in the prepared roofing field 
alone who claimed to be manufac- 
turers.” 

Manufacturers, encouraged by the 
success of applicator associations, 

(Turn Page, Col. 3) 





History of “Roofer” 


(Continued from Page 9) 


Slatington, Pa. (who, incidentally, in 
the same ad mentioned slates for Black- 
boards as well as roofing), and the 
Kettles of Joseph Honhorst 
of Cincinnati? All of 
m the front cover 


Roofers 
Company these 


were 
Many Early Battles 


“American Roofer” engaged in many 
early battles and fights for the tndus- 
try it served. According to the thirtieth 
inniversary number 

Some of the battles were waged 
to successful conclusions, eliminating a 
nuisance from the trade. Such, for in 
stance, was the fight against seconds in 
asphalt shingles, which had begun to 
plague the industry in the 1920's 
the 


jouses’ in 


‘There was first ‘cata 
1911, flared 
in 1928 as a campaign against 
both 


S unscrupulous direct-to-consumer selling 


against 
logue which 
agall 
S mail order houses. In instances, 
}was undermining the roofing contractor 
and the roof applicating industry 
“Then local 


Shattles, such as that of the roofers in 


there were numerous 
the Chicago area in 1930 to combat laws 
Prequiring that on all reroofing jobs the 


Bold 


a removed 


wooden shingles must first be 


® “Some of the enemies of the roofing 


- 
contractors were not so open, SO @asy 


ety put a finger on There was tor ex 


Sample, an enemy within the gates 
Slack of knowledge among roofers as to 


proper 


Muring costs, of 


methods of estimating, of fig 
ensuring themselves a 


pront 
Y Changes in the Trade 
Changes have been numerous in the 


kinds of 


plied 


roofing and the products ap 


since “American Roofer” began 


publication : 

“When the publication came on the 
scene, roll roofing was considered quite 
the thing for an ordinary residence root 
and some of the better types of roofing, 


as ave come to know them, were 


comparatively unknown 
‘The World War catapulted asphalt 
rank. In the 1 


in abundance of asphalt shingles 


into front 20's, 


shingi 
creat 


ing all kinds of varied effects when laid, 


made their appearance.” 


“Installment selling, which was be 


coming universal in virtually ever 


other field, began to spread to roofing 
in the 20's.” 


Recent History of the Publication 


Through good years and bad, sur- 
viving two wars and a great depression, 
AMERICAN ROOFER & SIDING 
CONTRACTOR has continued to pro- 
vide information and advice, news and 
new product information for the indus- 
try it serves 

The years since 1945 have been years 
of steady growth and improvement. On 
the whole a greater variety of articles 
and material has been presented than 
ever before. New developments in sell- 
ing and applicating have been reported 
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INLAID SLATE 
Flat Reofs—te Walk On 
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Portable or Ste 











Original cover page of the Janu- 
ary, 1911 issue o “American 
Roofer.” Volume I, Number 1, car- 
ried advertising on the front cover. 
The companies advertising will be 
remembered by many in the trade. 
both by members of the home staff and 
correspondents from every s¢ ction of 
tne globe 
\MERICAN 
CONTRAC- 
1 newly formed and 
ened 


During years 
ROOFER & SIDING 


POR has joined wit 


recent 


newly issociations in 


trengt 
strengt 


urging diversification and year-round 


‘ 
s 


wr the contractor Che contractor 


has been urged take on lines which 


will give him active business during 


periods when the seasonal lull 


roonhng 


makes 
ind siding inactive 
Columns 


features, departmentaliza- 


tion are all characteristic of the present- 
lav publication. The 
by Eugene M P 


spire thi 


motto established 
pe c ntinucs to in- 
As the 


if publication begins, the pub- 


present day editors 
41st year 
lishers and editors turn for a moment 
to salute the past, 


the same spirit in the 


ind promise to con- 
tinue serving it 


luture 


AMERICAN ROOFER 
Associations 


(Continued from Page 9) 


banded together in 1911 to form the 
Prepared Roofing Manufacturers’ As- 
sociation. In 1926 this became the 
\sphalt Shingle & Roofing Association, 
later the Asphalt Shingle & Roofing 
Institute. Its present day counterpart is 
the Asphalt Roofing Industry Bureau. 

An organization for other than slag 
and gravel roofers was needed and the 
Associated Roogers of America was 
formed in 1916 to fulfill the need. The 
new association insisted on rigid speci- 
fications for roofing materials and em- 
ployed inspectors to go over and an- 
alyze, if necessary, material bearing the 
A.R.A. label. On January 19th, 1921, 
the two separate groups merged into 
the United Roofing Contractors’ Asso- 
ciation of North America. This organi- 
zation, with emphasis in its activities 
centered in that area and further west, 
exists today as the National Roofing 
Contractors’ Association. 


Eastern Associations 


Independent local roofing, sheet 
metal, and similar organizations have 
existed in various areas, particularly in 
the East, for many years. There had 
also been for many years a Northeast- 
ern This organization, 
however, was in a semi-dormant state, 
when World War II regulations and 
conditions showed the need for a re- 
vitalized all-Eastern organization. With 
C. N. Nichols at the helm, the renamed 
Northeastern Roofing, Siding and In- 
sulating Contractors Association was 
organized in 1943. First meetings were 
held in the Hotel Pennsylvania on July 
12th of that year. aes 

The second NERSICA War Confer- 
ence occupied a full three day period in 
March of 1944 a session during which 
OPA price ceilings on insulation and 
siding materials were discussed with 
price officials. 

The first full-scale NERSICA Con- 
vention was held in 1946. Conventions, 
steadily growing, have been held each 
year since. The organization now claims 
to speak for most of the ethical contrac- 
tors in the entire Northeastern area of 
the United States. 


Association. 


Annual Conventions and President's 
Predictions of both NRCA and 
NERSICA are reported each year as 
they occur, in the pages of this 
magazine. 
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Aggressive Selling, Cautious Management 
Will Mean Good ‘51 Year 


In Annual Messages Association Presidents Predict 
Ample Roofing, Siding and Insulation Supplies 


(Opinions offered are those of the 
writers, and do not necessarily repre- 
sent the views of this magazine.) 


By JOSEPH E. SOMERSET 
President, Northeastern Roofing, 
Siding and Insulating Contractors Assn., Inc. 
OU ask me what the outlook for business is in 1951 
If you can tell me what world conditions will be, I'l! 
be giad to give you an answer which can be very near cor- 
rect. 

I doubt if anyone can anywhere near accurately pre- 
dict, but they can “stick their neck out,” so here goes. 

In my opinion business will be booming most of 1951. 
This industry could well again have the only door-to- 
door selling opportunity left as was the case in World 
War IT. There will be no shortage of materials, as ther: 
was none in World War II. Aluminum 
products may be SHORTER but cer- 
tainly not RESTRICTED. There will 
be plenty of roofing and siding material 
and insulation material of all kinds will 
be in plentiful supply due to restrictions 
on new home construction. Couple this 
ample supply with a possible shortage 
of fuel, and it adds up to another sellers’ 
market for insulating. Yes! The coming 
vear can be a good one for our business. 


Many IFS and BUTS 


BUT, here are the “if’s” on the above 
prediction : Should the terms of Regula- 
tion “W” be made tougher and/or a 
type of restrictive controls which are 
impossible to believe; and/or there be 


JOSEPH E. SOMERSET 


Mr. Somerset is president of Ner- 
sica for the term which extends 
from last Spring until March, 1951. 


By GORDON WATERS 
President, National Roofing Contractors’ 
Association 

I SHARE with the majority of America’s industrial 
leaders the view that business in 1951 will be better 
and bigger, but I want to urge a word of caution. 
Whether or not the business that comes to you is profit- 
able depends upon you. And it is also true that what you 
lo, not only affects you, but also affects your competitors 

ind the entire industry in which you make a living. 
Controls won’t harm the roofing industry. It is true 
that Regulation “W” has made a downpayment of 10 
per cent mandatory and limited installment terms to 30 
months,, but it is a poor contractor or 
salesman who cant secure a 10 per cent 

down payment. 


Controls Help Contractors 


The controls on new construction will 
help the repairs and remodeling busi- 
ness that is the specialty of the roofing 
industry. .. . A few years ago I re- 
ceived an invitation from a competitor 
I had never met to attend a contractors’ 
meeting at Charlotte, N. C. Out of 
curiosity I went to the meeting and was 
impressed first by the calibre of the men 
I met. I had come from a small town 
with little opportunity of meeting my 
competitors in other areas. Of those as- 





a bombing of the Eastern Seaboard, 
with its consequent morale-shaking 
effect; and/or approaches to world 
problems by the Administration be 
worsened—there will be no economy 
and our business will level itself to that 
of prevailing conditions 

I am not expecting any such accumu- 
lation of situations to occur, and per- 
sonally as far as I am concerned I am 
planning my business as usual in 1951. 

The above statement is made because 
I believe SELLING is going to be the 


determining factor in the success of any 
1951 business. As appliances, automo- 
biles, televisions, etc. become scarcer, 
more and more well-trained door-to- 
door salesmen are going to become 
available. Large door-to-door selling 
manufacturers and distributors have 
spent a fortune in the past few years. 
Most of us in competition with those 
larger sellers have not been able to 
finance sufficient sales training to inter- 
est new salesmen. We will be able to at- 
tract these well-prepared house-to- 
(Continued 


sembled I knew three by sight. The rest 
were strangers, but before the meeting 
was over, they were all close friends. 

Did my competitors pay any attention 
to me? Amazing as it seemed to me 
they honored me by electing me Presi- 
dent of their Roofing & Sheet Metal 
Contractors’ Association. My protests 
at the selection went unheeded and I 
took office with the firm determination 
that my new friends would not have oc- 
casion to regret their selection. 

I had the same experience the first 

(Continued on Page 23) 





How To Apply 
Individual Shingles 
To Exterior Walls 


The material herewith presented was compiled 
from sketches and data in the U. S. Department 
of Commerce “Care and Repair of The House,” 
available from the National Bureau of Stand- 
ards. Much other material. of value to the con- 
tractor can be found in this book. 


HE more commonly used ypes ol 


shingles for covering exterior walls 


are wood shingles and asbestos-cement 


shingles. Either may be applied by 


removing the old covering materia] or 
by applying the new shingles directly to 


ling 
sidin 


the existing surface. If the old g 
; 


] } 


covering material and = sheathin; 





paper is removed, loose or de fective 


t 


sheathing boards should be renailed or 
replaced before new waterproof sheath- 
and s ingles are applied 
id covering is not removed, 
the existing surface should be made as 
smoot! umb, and true as 


Ml iecee diflen Saeni 


possible 


shingles 


Use of a nail rip- 
per on asbestos- 
cement siding. 
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Application of wood shingles over sheath- 


ing paper, on a typical exterior wall. 


should be securely nailed, and beveled 
wood strips of approximately the same 
thickness as the butts of existing siding 
material applied to provide a solid bear- 
ing for the new shingles. The ends of 
these strips should be lapped at the 
corners, The entire surface should be 
covered with new waterproof sheathing 
paper before laying the new shingles. 
New staff molding will be necessary 
where the application of new shingles 
over old siding brings the finished wall 
surface out beyond existing window 
and door frames. Adequate flashing 
and drips should be provided over all 
window and door openings as well as 
suitable drips under window sills 

Damaged shingles may be removed 
by means of a nail ripper, which con- 
sists of a flat strip of steel with a cross 
slot in one end and an offset at the 
other. The blade is slipped under the 
broken shingle and the notch hooked 
around the nail; the offset end is struck 
until the nail is either cut or drawn out ; 
the broken shingle is then removed and 
replaced 


Wood Shingles 


Wood shingles, if properly laid and 
of a durable species, will provide a 
satisfactory exterior wall covering with 
considerable insulating value. For side 
walls, they should be vertical or edge- 
grained, decay-resistant heartwood, 
such as Western red cedar, Tidewater 


(Continued on Page 27) 
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Annual Conventions Coming Up 


In January and March 


NERSICA Convention to Take Place at 
Hotel Commodore, New York, Mar. 5-7th, 1951 


HE Ninth 
the Northeastern, Roofing Siding 
and Insulating Contractors Association, 
Incorporated will feature a Sales Train- 


Annual Convention of 


ing Clinic, lasting two days of the three 
day session, as the featured event of 
the Convention. 

Convention headquarters will be the 
Hotel Commodore, New York City, 
and the dates are Monday through 
Wednesday March 5th, 6th and 7th, 
1951 


Sales Training Program 


Arrangements have been made with 
City College School of Business in New 
York to produce a brief typical sales 
training program. This will also serve 
as a sample of a Nersica Sales Train- 
ing Program which may be established, 
similar to those now conducted by 
CCNY for many other businesses. 

Following the Tuesday luncheon, at 
which the speaker will be a nationally 
known sales specialist, a three-hour 
program will be presented on the sub- 
ject of “Getting Them To Say YES.” 
On hand to conduct this sales presen- 
tation will be training supervisors from 
the City College Midtown Business 
Center, where the New York Sales Ex- 
ecutive Club sponsors the world’s larg- 
est sales training clinic. 


Theme of Convention 


Controls, Sales and Management 
will be the three basic subjects of the 
Convention. Speakers on controls will 
include highest officials of governmental 
bodies and bureaus whose actions af- 
fect the interests of roofing and siding 
contractors everywhere. 


Built-Up Roofing 


Demand from contractors has caused 
addition of a special open-forum panel- 


type session on the subject of Built-Up 
Roofing. Experts on the subject from 


IRVIN PRICKETT 


Mr. Prickett is Chairman of the 
Built-Up Roofing Division of the 
forthcoming Nersica Convention. 


various companies will be seated at the 
rostrum. They will make short intro- 


ductory speeches on various phases of 
built-up roofing, and the fleor will then 
be turned over to contractors who will 
put questions to the experts in a round- 
house manner. 


Blisters To Be Discussed 


Such aspects as blisters, equipment, 
supervision, and roof insulation ma- 
terials will fall within the scope of the 
discussion. An entire day or two whole 
afternoons will be devoted to the built- 
up roofing discussion. Mr. Irvin Prick- 
ett of Washington, D. C., a Director At 
Large of Nersica, has been chosen 
Chairman of the Built-Up Roofing Di- 
vision of the Convention, and will pre- 
side at the special meetings. 

Other aspects of Convention prepara- 
tions will be announced in the Febru- 
ary issue. 





NRCA Chooses Houston, Texas for Site 
Of Its Convention, Jan. 29-31, 1951 


HE 64th Annual Convention of the 

National Roofing Contractors’ As- 
sociation will be held at the Shamrock 
Hotel, Houston, Texas, on January 29, 
30, 31, 1951. The NRCA Convention 
is operated differently from most con- 
ventions in that morning and evening 
sessions have been eliminated. There 
are only three business sessions, each 
starting with a luncheon and closing 
promptly at 3:30 P. M. in the after- 
noon. 

This convention schedule actually is 
modelled after the United States Sen- 
ate, in that mornings and evenings are 
devoted to committee meetings where 


problems are ironed out and reports 
made to the convention. Contractors are 
invited to attend Committee Sessions 
on subjects of particular interest to 
them. The result is a smoothly function- 
ing convention and one which adheres 
to a time table of particular interest to 
exhibitors, who are enabled to spend 
more time with their customers and 
potential customers. 

NRCA Conventions are open con- 
ventions. While only members are al- 
lowed to vote, all connected with the 
roofing, siding or insulation industry 
can attend the convention sessions and 
participate in the discussions. 
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Small Contractor Finds Direct 
Mail Gives Him Best Dollar Return 


By CHARLES R. TIGHE 
Special to American Roofer & Siding Contractor 


NE small but aggressive roofing 
and siding contractor, Sigmund 
Fadar, of the Genessee Roofing Com- 
pany, 104 Genessee Ave., Teaneck, 
New Jersey, located in a city of about 
100,000 population, was faced with the 
problem of meeting the competition of 
larger companies, on a limited advertis- 
ing budget. Their goal was coverage of 
their entire county, which contains eight 
fair sized cities and a number of smaller 
towns and villages. 
The decision made to all 
locally available forms of advertising, 


was test 
= with two thoughts in mind: (1) secure 
} the largest possible number of inquiries 
per dollar spent, and (2) secure in- 
quiries of high quality, so that their two 
salesmen would spend a minimum of 
}time on fruitless calls. They realized 
Pthat unless their were sup- 
plied with really live prospects, their 

rate of conversion would be low, and 





salesmen 


| their operating expenses would soon be 
} a serious problem 


“Shopping News” Medium 


S Le «al advertising nredia included the 
| daily newspapers, a local weekly “Shop- 
sping News,” direct mail, and a local 
F radio station, located in a nearby city in 
the same county 
Newspapers were eliminated early in 
the tests, as there are too many news 
papers published in the cities and towns 
in the county to make for complete cov 
erage on an economical basis. While the 
newspapers did supply many prospects, 
the cost-per-prospect 
“Shopping News” 
quiries at less cost, but is only pub- 


high. The 
produced good in 


was 


lished in three of the eight major cities 
in the county that there 
were large gaps in the coverage that 
would have to be reached in some other 
way, which in turn would run the cost 
per-inquiry up. 

Pretty much the same situation was 
encountered with the use of local radio 
Good time was too expensive, and the 


This meant 


competition from the major radio net- 
works did not leave a sufficiently high 
listening audience to produce the re- 
quired volume of results 


\t this point direct mail was tested 
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in several different forms. Dollar for 
dollar, direct mail produced the most 
inquiries at the lowest cost-per-reply. 


Testing Direct Mail 


Letters, both with and without reply 
cards, first class and third class postage, 
circulars and folders, and various types 
of post cards were all tested exten- 
sively. The results of these tests were 
very interesting. In the first place, this 
company discovered that it made very 
little difference whether first or third 
class postage was used. Therefore, they 
were able to cut the cost of their direct 


(Continued on Page 22) 





Covering The World | 





AND OTHER 





“THé ROOFS anv -owees oF 


HE GARIN AMERICAN GARRISON 
Houses , WITH THEIR SMALL 
APERTURES SERVED AS LooKOUTS 
FOR SPOTTING AND SHOOTING 
DOWN MARALIDING INDIANS. 
ENEMIES! 








By Elmo 











1951 


for January 


Effective Promotional Program Builds 
Illinois Firm To Leading Position In Its Town 


By HARRY L. SPOONER 


Special to American Roofer & Siding Contractor 


balanced promotional program has 

been a feature of the activities of 
the Peoria Roofing Co., 1307 North 
Adams Street, Peoria, Ill., ever since 
the firm was founded in 1934. No pro- 
motional program, 
effective without hard work on the part 
of those who direct it. This balanced 
program, plus hard work, is what has 
made the Peoria Roofing Co. one of 
the leading figures in the roofing con- 
tracting business of the Peoria area. 

The Peoria Roofing Co. was founded 
by L. B. Frederick, who conducted a 
prosperous business until his death in 
1943. Wzyne K. Hudson entered the 
employ of the company as bookkeeper 
in 1939. The business has been con- 
ducted since 1943 by M. M. Frederick, 
with Mr. Hudson as manager. 

The company installs built-up asphalt 
and tar gravel roofs, asphalt shingle 
roofs, asphalt roll roofing, insulated 
asphalt roll siding, asbestos siding and 
rock wool attic insulation. It has a 
national company franchise in the 
Peoria area for the asphalt products and 
also uses a nationally branded asbestos 
siding. In insulation, it handles yet 
another line 


however, can be 


Both Residential and Industrial 


It operates in both the residential 
and industrial fields and covers a terri- 
tory within a radius of 50 miles from 
Peoria. A fair percentage of its work 
is in 10-year guaranteed roofs, in which 
it makes free inspections and repairs 
when necessary. 

The company own office 
building, a neat building with a double 
front of face brick. The company oc- 
cupies half of the building as its office 
and and leases the other 


owns its 


salesroom 


half to another line of business. The 
sales room is in front. It is seperated 
from the office, which is a couple of 
steps higher, by a partition in which 
an open service window makes trans- 
action of business convenient. 


Three Warehouses 


On the rear of the lot are three ware- 
houses, with a total floor space of 
approximately 15,000 square feet. 
These are used for storage of the stock 
of materials kept on hand and for the 
equipment used in the installation of 
roofing and siding, including three 
trucks. 

The number of personnel varies from 
time to time. At the present time, there 
are three crews working, with a total 
of 10 to 12 workmen, As many as 30 
workmen have been employed at one 
time. 

The balanced promotional program 
also varies from time to time as to the 


particular types of advertising used, but 
there are always several methods in use 
at one time. 


Advertising: Newspaper and 
Magazine 


Newspaper advertising has been used 
at times in the two daily papers but at 
present is used sparingly. An ad is 
carried in a weekly shopping paper 
nearly every week. About once a month 
an ad is used in the weekly labor paper. 

An ad is used each year in the high 
school year books and occasionally in 
high school and Bradley University 
programs. 

While the firm does not to a very 
large extent use direct mail, the manu- 
facturer receives a considerable number 
of inquiries from the local area in re- 
sponse to advertising in widely cir- 
culated general magazines to which 
literature is mailed. At the same time 

(Continued on Page 25) 


One of Peoria Roofing’s better jobs. Here mechanics on the roof apply asphalt 
shingles, while those on the scaffolding are putting on asbestos siding 
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Easy To Sell Building Specialties 


More Products For Year-Round Diversification 


See The December, 1950 Issue For Several Other 
To Fill In The Contractor's Slack Season 


Products 


{ II DING 


wh 


specialties yroducts 
I I 


every roofing and siding con 


1! 


an sell to help increase business 


during the winter lull are large in num- 
nonth in the first of a series 


“added” 


extra canva 


ber. Las 


ot articles hive of these orod 


ucts, wh require no ssing, 


vdditional 


Lot 


SKllis of Tue 


selling and applicating 


contractor, were described 


hese included overhead garage doors 


adjustable steel posts, rumpus roon 
yurage doot L 


This 


of these items, which can 


equipment, 


operators, am 


electric radiators month others 


be turned into 


profitable round sellers, will be 


veal 


» discussed 


) bination windows 
Sand 


Standing high on the list of these ex 


ploitable products are basement com 


The need for screen 
storm-sash basement is 


m great: 


In summer, the screen is needed to keep 


Hout insects and provide cross ventila 


)where 


7 
sash 


tion ; in winter, the storm sash is needed 


the heating system does not 


provide heat outlets to the basement 
basement 


Installation of the screen 


fand storm sash is simple and inexpen 
sive 


Two holes are drilled in the base 


Hment window, one on each side of the 


The screen is placed in position 
In 


is placed over the 


and screwed onto the sash 
the 


screen and fastened by two clips to the 


winter 
storm panel 
screen insert. These combination units 


come in several sizes to fit standard 


basement windows 
Metal Cellar Doors 
A second excellent source of profits 


Proof 
corrosion, termites and burglars, these 


is metal cellar doors against 

doors have a large market for both re- 

placement and new construction 

In 
the 

receives the doors in a 


Installation offers no problem 


new construction it is done by 


builder who 


Photo Courtesy DuBois Fence Co. 


Wooden fences, particularly picket fences, provide a wide market for the roofing 
and siding contractor whose business is slack. Wooden fences are adaptable to many 
different uses and fit almost any style of architecture. 


the 


placement market the 


package fron dealer. In the re- 
installation job 
consists in bolting the sides and sill to 
cellar and 
screwing or bolting the proper type of 


the ot 


the concrete rim around the 


flange to the wall at 


head the 
doors 
Good metal cellar doors need never 
De replaced and require practically no 
care beyond In most 


painting cases 


they will outlast the house in which they 
are installed. They open and close easily 
and do not stick in winter time. In ap- 


pearance they present a smooth and 


handsome surface 
Wooden Fences 


Further profits will be found by the 
mtractor in wooden fences — particu 
picket 
wide market, because they are adaptable 
fit al 
Such 
saplings sharpened at 
with 
ree or four places. The 


larly fences. These provide a 


to so different uses and 


many 


most any style of architecture. 


fences Ci 
he upper 
copper 


pickets may be 


msist of 
ends bound together 
wire in t 
closely woven that they 


ilmost touch each other or thev 


may 


have a space between them ranging from 
4” to 4%”. Heights range from four to 
ten feet. 

Picket fences are sold in five-ft. pan- 
els or in rolls 10 ft. long. Since the 
lower ends of the pickets are not buried 
in the ground, the fence must be sup- 
ported by a framework provided by 
manufacturer. The framework is 
pre-cut and can easily be erected by 
unskilled labor. 

Advantage of the picket fence is that 
it provides privacy without the ugli- 
ness of the ordinary board fence. It acts 
very effectively to keep dogs and cats 
out of shrubbery and gardens and when 
made of the right wood it weathers 
beautifully, requiring no painting or 
upkeep. 


the 
tne 


Vertical Blinds 


A fourth large market is available to 
the enterprising roofing and siding con- 
tractor in vertical blinds. This product 
serves as a blind, curtains the window 
and gives a draped effect all at the same 
time. Many builders have used it as an 

(Continued on Page 22) 
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New Type Midget Louver 


A new type of midget screen ventilator 
which permits greater transmission of air 
into building walls, and thus help prevent 
dampness, sweating, and moisture—blistering 
»f paint, has been added to the Midget 


Louver line 


The new Midget ventilator is especially 
iesigned where there is no danger of rain 
eaching its face. It is made in 5 sizes from 
1 to 4 inches in diameter. Because it does not 
require louvered deflectors, there is a greater 
ventilating area than in the regular Midget 
Louver of comparable diameter. Thus, with- 
yut increasing the number or size of the 
louvers installed, freer circulation of air may 
be obtained with the new style 

Frank J. Scallon, its inventor and president 

the Midget Louver Co., recommends the 
new “L D” interior installa- 


tions, such as finished basement walls, closets, 


series for any 
cupboards, storage rooms; on boat lockers, 
engine hatches, etc.; and on exterior walls, 
dormer windows, where 
characteristics may shield the 
from the elements, 


eaves, etc., struc- 


tural louver 

The new louver is installed without nails 
or screws, simply by drilling a hole of proper 
tapping the ventilator into 
place. The slotted collar provides tight-hold- 
ing tension; swedged shoulders assure addi- 


liameter and 


tional anchorage in mood or masonry. It is 
made entirely of rust-proof aluminum, and 
1as a built-in screen to keep out insects 


New Products Book 


The trend toward industrial application of 
atomic energy is evident in the 1951 edition 
of “New Products and Services,” a compila- 
tion of more than 1,000 innovations just mar- 
keted by over 750 manufacturers which has 
just been published by the N. Y. Journal 
of Commerce. Products utilizing atomic en 
ergy range from a variety of new robots 
to radioactive, golf balls. At 
the same time, American manufacturers are 
continuing to develop a vast number of new, 
non-atomic products, ranging from home 
doughnut makers to hydraulic Diesel driven 
locomotives. Fully described and _ cross- 
indexed, the 80-page compilation is priced at 
50 cents. 

Featuring this sixth annual report on the 
output of more than 50 different industries 
is a wide range of plastic items. These 
include a miniature four pound electric organ 
with a range of two full chromatic octaves; 
a one-piece molded shrimp cleaner; a tele- 
scopic whisk broom with bristles of three 
different degrees of firmness which can be 
telescoped into the handle when not in use; 
a see-where-you-are-going children’s um- 
brella; and scores of other unique office, kit- 
chen, and personal appliances. 


“loss-proof” 


* 


Transparent Water Repellent 


A stone and masonry transparent liquid sili- 
cone water repellent called Silaseal for pro- 
tection of unglazed exterior masonry and 
stone building materials has been announced 
by Surface Protection Company. Said to ren- 
der surfaces and mortar joints completely 
water repellent by stopping capillary action, 
Silaseal does not block the pores to interfere 
with normal breathing of stone and masonry. 

The transparent water repellent, which 
contains no wax or oils, is reported to pene- 
trate well below masonry surfaces to com- 
protect stone, brick, and concrete 
surfaces against water penetration without 
altering the natural appearance of the treated 
surface. The new repellent will also reduce 
moisture collections due to humid conditions 


pletely 





If further information is desired 
about articles appearing in the 
pages of this magazine send a card 
or a letter to the editorial depart- 
ment. 











on masonry, acoustical tile, gypsum board, 
and other insulating materials. 

Silaseal, according to the manufacturer. 
also reduces the need for pointing mortar 
joints. One application protects these vulner- 
able joints against water penetration and 
the freeze-thaw cycle of winter exposure. Ice 
cannot form in pores and cracks. 

Silaseal may be applied with spray or 
brush in either summer or winter. Masonry 
should be reasonably dry when application 
is made. Silaseal will dry to the touch 
within 30 minutes, and will be completely 
dry within under favorable condi 
tions. 


2 hours 


Materials Handling Pump 


Spray gun spurting, which often projects 
a blob of heavy industrial material upon the 
coated surface, is eliminated by the new 
Graco Mogul-Type Powerflo Pump. The air- 
operated, high volume, material handling 
pump is equipped with a device called the 
Evenflo which prevents spurting. Surfaces 
can be coated evenly to meet rigid specifica- 
tions. 


Mogul Pumps—operating in original 400- 


Ib and 100-lb, drums or in bucket-type con- 
tainers—supply industrial material through 
hoses for spray gun pole gun or extrusion 
gun application. No messy, time-wasting 
transfer operations are necessary. Extra high 
volume Mogul Pumps operate within a broad 


(Continued from Page 29) 











Applying Insulating Siding 


(Number 


3 of a 


Series) 





Furring Strips Recommended Especially 
Where High Humidity Is A Factor 


The great majority of insulating sid- 
ing jobs do not require the installation 
of furring strips. That is one of the big 
advantages of insulating siding . . . the 
heavy, rigid panels can be applied di- 
rectly 


wood surface. In 
ordinary use, furring strips are neces 


to almost any 


sary only when covering brick or stone 
type sidewalls 


On brick, stone, and stucco buildings ap- 
ply vertical furring strips to conform to 
mortar joints of Insulating Siding us- 
ually eight inches on center. Make certain 
there is a furring strip behind the siding 
panels where the ends join together. 


However, there are spec ial conditions 
when furring out is desirable even on 
It’s in this field where 
the discretion of the contractor plays a 
part in developing customer satisfac- 
tion with a resulting increase in sales 


wood surfaces 


On Wood Facing 


Furring strips are recommended on 


wood-faced structures whenever the 


building houses operations creating 
high humidity factors. Such operations 
include laundering, bleaching, livestock 
barns and poultry houses. Direct appli 
cation of insulating siding to such build 
ings might change conditions within the 
walls so that condensation occurs and 
in time causes the panels to warp. An 
alternate method vapor 


barrier on the inner surface of the wall, 


is to place a 


but this is seldom practical on existing 
structures 


Where Warped 


Another case where 


recommended 


furring out is 


over wood surfaces is 


when the old siding is badly warped 
Furring strips are needed for a smooth- 
finished job. In contrast, beveled siding 
even though it, too, presents an un- 


even surface—does not require regular 
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furring strips. Because of the regularity 
oi the indentations, the insulating sid- 
ing panels may be applied directly and 
will finish off to a smooth, level surface. 
However, such installations definitely 
do require a furring strip inserted as 
work progresses at any points where a 
horizontal joint falls into a hollow be- 
tween butt edges. This takes little time, 
but the contractor who skimps on the 
task will find his customers complain- 
ing about broken and warped panels. 
On the other hand, the proper use of 
(Continued on Page 28) 





Barracks Being Prepared for Recruits 
With Rapidly Applied Asphalt Shingles 


One of the important jobs in the re- 
habilitation of army camps has been the 
re-roofing of many of the buildings 

[his scene at Camp Roberts, near 
Paso Robles, Calif., is typical of what 
1as been going on at various training 


camps which have been reactivated 


since the nation began to expand its 


ago, 
hostilities in 


military services several months 
after the outbreak of 
Korea. The applying 


asphalt strip shingles, the same material 


workmen are 
used to protect the majority of Ameri- 
can homes 


Either in reconditioning old barracks 


or constructing new ones, asphalt shin- 
gles offer advantages which the armed 
services consider important. First of 
all, speed is essential in preparing quar- 
ters for the thousands of men who are 
entering the Armed Forces every 
month through Selective Service, and 
for National Guardsmen and Reservists 
called back to active duty. Asphalt shin- 
gles can be applied quickly, whether it 
be over old roofing material of a build- 
ing being reconditioned, or new con- 
struction. Fire resistance also is a safer, 
factor which cannot be overlooked in 
(Continued on Page 29) 


* Wide World Photo 


Workmen applying shingles to barracks being reconditioned at Camp 
Roberts near Paso Robles, California. The shingles can be rcpidly 
applied, thus speeding up housing for trainees. 
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Ruberoid Co. Announces Three 
Important Sales Promotions 


Three important promotions in the sales 
organization of The Ruberoid Co. have be2n 
announced. 

Walter C. Byrd, for the past 10ur years 
sales manager of the Mobile, Ala., district, 
has been appointed manager of the 
company’s entire Southern division with 
headquarters in Baltimore. Mr. Byrd has 
completed 25 years of continuous service in 
the Ruberoid sales department in the South. 
Prior to his service at Mobile he had been 
for four years sales manager of the Balti 
more district. 

Succeeding Mr. Byrd as sales manager of 
the Mobile district is Frederick K. Sweeney 
who has been for some years assistant sales 
manager of the Western division with head- 
quarters in Chicago. Mr. Sweeney has been 
with Ruberoid since 1938 

Fred Groot has been appointed assistant 
sales manager of the Western division, with 
headquarters in Chicago, succeeeding . Mr. 
Sweeney. Mr. Groot has been connected with 
the Ruberoid sales organization in various 
capacities for the past 28 years 


sales 


Aluminum Production To Reach 
Almost Peak Level Highs In ’51 


Aluminum production will climb in 1951 
to over 1,600,000,000 pounds, within 10 per 
cent of the peak year during World War 
II, Richard S. Reynolds, Jr., President of 
Reynolds Metals Company predicted this 
month. Primary aluminum output has in- 
creased so sharply during recent years that 
the 1951 production will be double 1946. 
Further expansion of capacity, already agreed 
will enable the three 
achieve a rate of 2,200,000,000 pounds a year 
in 1952, a 50 per cent jump over 1950. 

Special care must be exercised in making 
the shift from civilian to military produc- 
tion, Mr. Reynolds warner, to avert the loss 
of skilled manpower at the key aluminum 
fabricating mills. A sudden stoppage of civil- 
ian operations at these mills before there is 
any indication of what military orders will 
ill the gap, can only lead to shutdowns and 
unemployment. Under present conditions of 
manpower shortages, such a development 
would deplete mills of their most 
experienced The and 
speed of military production in these mills, 
when such orders do come in, will depend 
primarily on whether or not the aluminum 
industry has been able to hold on to its key 
workers. NPA controls, aluminum stockpile 
procurement and military service draft poli- 
cies should all take into account the necessity 
for maintaining the aluminum producing and 


upon, producers to 


these 


personnel efficiency 


fabricating industry at peak efficiency to meet 
the demands of national security. 
* * * 


Ruberoid Appoints E. J. O’Leary 
General Sales Manager 

E. J. O'Leary has been appointed general 
sales manager of The Ruberoid Co. with 
headquarters in the company’s main offices 
in New York, it was announced by Stanley 
Woodward, executive vice president. 


E. J. O’Leary 


Mr. O'Leary has been associated with 
Ruberoid for the past 20 years, most recently 
as assistant to the executive vice president 
Previously he had occupied various re- 
sponsible positions in the organization, includ- 
ing those of general manager of the Dallas 
district, general manager of the Mobile, Ala., 
district, and sales manager of the Southern 
division with headquarters in Baltimore 
Prior to joining Ruberoid he had been as- 
sociated with Eternit, Inc., St. Louis, Mo., 
producer of asbestos building materials, 
which in 1930 was acquired by Ruberoid 


+ ~ * 


Arthur Langille Leaves 
Chicago Metallic Sash Company 
To Form Own Company 

The Langille Metal Moulding Company, 
Inc., has been founded by Arthur Langille, 
for many years past with the Chicago Metal- 
lic Sash. The new company will be engaged 
in the manufacture of all types of moulding 
and is already prepared to make deliveries. 
Address is 2301 S. Millard Avenue, Chicago 


23, Illinois. 
* 


Gillespie Becomes Ass’t Manager 
Of Celotex Philly Branch 

Marvin Greenwood, general sales manager 
of The Celotex Corporation, announces the 
appointment of George E. Gillespie as assis- 


tant manager of The Celotex Philadelphia 
branch. 
Mr. Gillespie formerly was a sales rep- 
resentative in the same branch. 
+ * * 


Armament Economy 
To Bring Changes 
In Building Industry 


In the type of armament economy that lies 
ahead of us, the construction industry must 
realize that adjustments and dislocations are 
in prospect for most classes of construction 
not closely related to military mobilization or 
essential to civilian economy, according to 
L. M. Cassidy, Vice President for Sales of 
Johns- Manville Corporation. 

“However, the construction industry is stil! 
headed for a big year in 1951,” Mr. Cassidy 
said. “Factory expansion of the type asso- 
ciated with defense will boom. Housing in 
growing war production centers cannot be 
stopped and may even have to be accelerated. 
Roard construction, far behind as a result 
of the last war, cannot be throttled down 
much, while school and hospital construction 
will continue at a high level. 

“Until recently, the guess in Washington 
was that home building in 1951 would fall 
to 750,000. Then a revised guess was made 
and 1951 volume put at 600,000. However, all 
estimates of 1951 construction made previous 
to Thanksgiving Day when the tide of war 
turned against us in Korea, should be dis- 
regarded as unrealistic today and as likely 
to become the bases of plans that will not 
work out.” 

* & * 
New England Approved Roofers 
Celebrate Quarter-Century 
Of Association Activity 

Celebrating their 25th anniversary as an 
organization, the New England Approved 
Roofers Association will hold its Annual 
Meeting at the Hotel Somerset, Boston, on 
February 28th and March Ist, 1951. Outside 
speakers will be featured at the Association 
meeting. 

Officers of the Association include C. J. 
Carr, President; P. J. Woolf, Vice-Presi- 
dent; and W. B. Alexander, Secretary- 
Treasurer. 

7 ” 7 
Building Contracts Expected to 
Decline About 20% in 1951 

Building and engineering contracts will 
decline 19 per cent in 1951 relative to 1950 
in the 37 states east of the Rockies, it is 
estimated by F. W. Dodge Corporation. 

This is a cut-back from the peak con- 
struction volume of all time, according to the 
statistical research company. It leaves a 
dollar total measurably greater than that of 

(Continued on Page 29) 








BIRD PROBLEM 
ENDED FOREVER 


en — 


7 tt See sash 


GOING !/ 


PREC'SION ENGINEERED 


BIRD PROOFING 


HELPS TAKE THE SLACK OUT OF 
YOUR DULL WINTER SEASON 


Write today for full details! 


EASY TO APPLY 
ECONOMICAL 


INCONSPICUOUS 


REMOVABLE 

FLEXIBLE 

INO UPKEEP 
HUMANE 


| GUARANTEED 


| 100% 
EFFICIENT 


4 NIXALITE CO. of AMERICA 
115 WEST THIRD STREET | 


DAVENPORT, IOWA, U.S.A. 


-—-CONNERY'S— 

ROOFING 
KETTLES 

exe * 


Connery, one of the oldest 
manufacturers, offer modern 
oil burning kettles of superior 
design for heating tar, pitch 
and bituminous material 


* 


Write for catalog show- 
ing our full line of 
bottom fired and tube 
heating kettles, buckets. 
dippers, ete. 


-—CONNERY— 
CONSTRUCTION CO. 


2nd & Luzerne Sts. 
PHILADELPHIA 40, PA. 




















WKS OND 


Short Cuts 


Calculating Roof Pitch in Degrees 
lo find t 


you can use 


e pitch of a roof in degrees, 


1 yardstick, a straightedge 
ind a level to arrive at a reasonably ac- 
answer without involved calcu 
The st1 
; 


be a selected len 


curate 


lations ghtedge, which could 
gth of 1 x 2, is cut 57 
in. long, and a carpenter's level is tem 
porarily fastened to the top center of 


the straignte lee With one end of the 














straightedge resting on the roof, move 
the other end along a yardstick held ver- 
When 


reading on the 
yardstick at the end of the straightedge 


tically on the roof the bubble 


level is centered, the 
is about the same as the pitch of the 
roof in degrees. This is based on the 
fact that a 57-in. radius 
has a circumference of nearly 360 in., 
on the yardstick 
roughly indicates 1 deg. of pitch as both 
the straightedge and the roof itself serve 


a circle with 


thus each inch mark 


is radii of the circle 


Edge of Shingled Roof Reinforced 
With Galvanized-Metal Strip 


Old-fashioned methods of reinforcing 


e edges of a shingled roof are “out” 


one contractor is concerned. 


He tound an easier and better way of 


doing the job by placing a sheet of 


galvanized metal under the first row of 


AMERICAN ROOFER 


Building Insulation. by Paul D. Close, BS 
3rd Edition—Revised and Enlarged, contains 
372 pages, 181 illustrations, 65 tables, is fully 
indexed, durably and handsomely bound in 
washable cloth to give the utmost in service 
It is priced at $4.50. 

In this new edition an effort has been made 
to cover the subject in such a manner that it 
will be useful and of practical value to the 
architect or engineer, to the manufacturer, to 
the dealer, and to the consumer who may be 
contemplating the construction of a new house 
or the remodeling of an old one. The book has 
been brought up to date in all details. 


Sheet Metal Work. by William Nuebecker. 
360 Pages, 430 illustrations, $3.00. A generously 
illustrated manual of practical self-instruction 
in pattern drafting and construction work. It 
includes chapters on tools, methods of obtain- 
ing patterns, workshop problems, problems for 
light gauge metal, coppersmith’s problems 
problems for heavy metal, skylights, roofing 
cornice work and patterns for forced-air fit- 
tings. 


Asphalt and Allied Substances, by Herbert 
Abraham, 1,515 Pages. $22.00 for New Edition. 
A key to virtually all available knowledge 
on asphalts, tars and pitches. The volume has 
333 illustrations, 122 tables and charts, 12,000 
references and 9,000 patent citations. Included 
are sections on prepared roofing-asphalt shin- 
gles, built-up roofing and waterproofing 


Skylight and Room Tables, by H. Collier Smith. 
134 Pages. $1.50. This is a time-saving refer 
ence book, giving the true lengths of all bars 
for skylights and roof rafters of siandard 
pitches. The author is a practical skylight man 


How to Estimate for the Building Trades. by 
Townsend-Dalzell-McKinney. $5.50. 633 pages, 
318 illustrations, 44 tables. A complete and 
practical book on the estimating of mate- 
rials and labor, plus the actual practices of the 
various trades in handling construction details. 
For the estimator, contractor or builder who 
does not have bulging files of cost data, this 
book will prove to be indispensable. 


Roofing Facts Worth Knowing. by G. W. Owen 
$1.00. An illustrated booklet of interest to 
roofers and their customers. Contains many 
valuable items of information including history 
and importance of roofing, built-up roofing, 
flashing information, factors affecting the choice 
of a roof, roof maintenance and many others. 
This booklet can be used as a selling aid for 
your salesmen. 


My Hardest Sale is an account of twenty diffi- 
cult sales that were closed through clever, 
unusual stunts. Every salesman selling roof- 
ing, siding and allied products can get hun 


| dreds of dollars worth of ideas out of this 


brochure. It costs only $2.00 each, or $1.50 for 
10 or more. Put this live, practical 22-page 
book into the hands of everyone of your men 


Cash only—List the books you want, attach to 
check for the proper amount, and mail to. . . 


BOOK DEPARTMENT 


AMERICAN ROOFER 


425 Fourth Ave.. New York 16, N. Y. 





for January 


shingles. The sheet metal is crimped 
to overhang the roof about 2% in. and 


also to form a flange for nailing to the 
cornice, giving the shingle overhang 


strong, durable support 
Grover Brinkman, Okawville, Il. 
Popular Mechanics 


Somerset MEMBRANE WATERPROOFING FABRIC 
(Continued from Page 11) 
: : Is as EASY TO APPLY 
1ouse selling men and women into a 
program which offers a product not in As a Postage Stamp 
short supply. 

You ask about prices! That is in the KARNAK is made to unroll smoothly at all 
province of manufacturers to answer. temperatures. There's no waiting for perfect 
If price controls come, then material weather to apply it. Application is simple, fast. 
prices will remain “status quo” and of 
course ours will too Made of strong cotton fibers, closely woven and heavily impregnated 


You “hit my soft spot” when you in with asphalt, KARNAK fabric is extremely pliable, won't rupture 


else can they survive except through or- meets all government and ASTM speci- Al - 
ganized effort? Do we have to prove to fications. uminum 
our contractors again what we all Roof Coating 
learned in World War II? Can we com- 

: , ° . The hand ckage saves you money, ji i 
pete against the thousands of organized oR: : ‘ os aw A 


businesses fighting for their own ex- makes handling and storing easier. guaranteed. 


quire if the industry can protect them- 





1 , 7 as - from expansion and contraction. it 
selves through association activity. How 


‘ with a warranty. 
istence in a controlled economy, on an Each roll is individually packaged, and ty 


individual basis ? 1e answer to all these says. te gerled esailtilen well’ com KARNAK Asphalt 
questions is “No!” Coatings 


pletely used. You can use KARNAK for Roofs, Metal Surfaces and 
Mesonry Surfaces. Foundation 
down to the last inch. coatings, for brush, spray or 


Contractors Apply trowel application. 
Ventilators As 


S alety ~ santana 3 Write today for illustrated 2S 3 
j < 


A a Ss MR ELAM PEE 

















Specifications Book. 
Contractors can install ventilators on 


t 


top of garage roofs as a safety measure, 

a national construction magazine points | 

out. Fumes from cars often are retained | 3am L E W I ASPHALT ENGINEERING CO. 
within the garage. A natural and easy at ate 30 Church St., New York, N. Y. 


means of escape for these fumes can : Manufacturers of Asphalt Specialties for 25 Years 
he provided by having a_ ventilator 
placed on the roof 





Something New in 
House Construction 


\ new type of house construction is 





being used in a 134-home development AIAX R : 

Seta tae oofing Bracket: 
by a California firm. Instead of con- J 8 ars 
ventional construction, the builder uses ‘i ye 
circular precast concrete piers. Four- . i MAN-size — Superefficient 


by-six inch beams are placed over the 


piers and then tongue and groove sub- \ ALL STEEL — Unbreakable 
floorixg is laid across these beams, : 
topped with oak flooring. —_—s_ 
The method makes it possible to \ 
shorten the distance of the finished . 
floor to the grade, thereby effecting AJAX Building Bracket Co. 
a saving in the quantity of exterior 1551 Rydal Mount Rd. 
wall and providing the popular low Cleveland Heights 8, Ohio 





lines in ranch house designs. 











Direct Mail 


(Continued from Page 


$20.00 per thousand 

merely by using third class postage 
They that the en- 

closure of a postage free Business Reply 


14) 


mail by pieces, 


also discovered 


Card had far more effect on the num- 
ber of replies than any other single fac- 
tor. When the card was eliminated, re- 
plies dropped off approximately 83 per 
cent. When they tried switching to 
cards that required the prospect to put 
yn a stamp before mailing, replies also 
dropped off, but only by approximately 
54 per cent. However, the cost of pay- 
the 
Reply cards that were returned by the 


ing the postage fee on Susiness 
prospects has been found to be well 
worth while, to the 


ber of inquiries obtained 


due greater num 


\ printed circular, plus a letter and 
a Business Reply card, mailed in a No 
10 (standard business letter size) un- 

| sealed envelope carrying a precancelled 
le stamp was found to produce the 

} greatest number of inquiries—but at a 

rather high cost 

Next 
pcard. While this is perhaps the cheap 


: 
: 

Pa 
rt 


item tested was the penny post 


est type of direct mail, replies were un- 
satisfactory. Reasoning that this was 
due to the lack of a Business Reply 
card, the company then tested a double 
post-card, one half containing the sales 
and the other half constitut- 


Reply card. 


message, 
the 
went up 

However, 


ing Susiness 


Replies 
it was felt that this set-up 
did not provide sufficient space to really 
give an effective sales message, so a 
three-panel post card was tried. One- 
third was the Business Reply card, and 
the remaining two-thirds of the space 


was devoted to a sales message, with 
several illustrations. Replies went even 
higher. Also, based on cost-per-inquiry 
records, this was conclusively proven to 
be the best and cheapest way for this 
particular company to advertise 

this 
this is better than 


that 
having too few pros 


However, company feels 


pects, with the resulting slackening oi 
the salesmen’s efforts 
Current plans call for the blanketing 
of the entire county four times per year. 
medium used will be 


three-panel post 


In every case the 
the card, one 


panel for the reply card and the other 


using 


two panels for the sales message, which 





application, new 


price of $3.00 per year. 


AMERICAN ROOFER & Siding Contractor 
425 Fourth Avenue. New York 16, N. Y. 


Enclosed is a check 
My Name 
Position 
Company 


Address 


City 





KEEP YOURSELF POSTED! 


AMERICAN ROOFER & SIDING CONTRACTOR con- 
tains all news of the trade, new 
ideas in selling, and other 
subjects the roofing contractor should be fa- 
miliar with. Like thousands of other contrac- 
tors reading this magazine, you, too, can ben- 
efit greatly from it for the small subscription 
Use the coupon today! 


Please enter my subscription to AMERICAN ROOFER & Siding 
Contractor, at $3.00 for one year. Bill me for this amount: 


or [] money order. 


AMERICAN ROOFER 


will be written in terse style, accom- 
panied by several cartoon-type illustra- 
tions. This, they feel, will give them all 
of the benefits of the letter plus circular 
mailing—but at far less cost. 

Any roofing and siding company, 
faced with a scattered market which 
makes advertising difficult and expen- 
sive, should be able to use this plan just 
as successfully as this company has. 
Properly designed three panel postcards 
provide an economical and effective ad- 
vertising medium within the means of 
even the smallest roofing and siding 
contractors. 


Winter Specialties 
(Continued from Page 16) 


added feature to sell new homes. There 
are no metal slats or cords, and there 
are 20 colors or combinations of colors 
to choose from. The material is a high 
quality synthesized fabric that resists 
fading and shows so little wear that it 
retains a glossy, new look after months 
of use. 

Other popular products that the con 
tractor can profitably add to his line 
will be discussed in the future. 





methods of 


*REG. U.S. T.M. 


If we've been a lap or two behind in our race 
to deliver Dua-Laps to you, please remember 
we're trying hard to catch up. The building 
boom boomed to such proportions that every- 
one wants Dua-Laps up . . . and we're caught 
with our shingles down! For builders have 
found Dua-Laps to be the ‘Real McCoy.” The 
new Infra-Red process gives Dua-Laps a 
harder, more durable finish, makes it easier, 
faster to apply. We're shipping Dua-Laps in 
greater volume than ever —so we hope your 
Dua-Laps will arrive soon. 
A. 











STAINED SHINGLE COMPANY 


371 SPRUCE STREET, COLUMBUS 15, OHIO 
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Shingle Shape Part 
Of House Design 


A home-owner who is interested in 
achieving a distinctive appearance for 
his house can choose from several dif- 
ferent shapes of roof shingles, each of 
which gives a different pattern when 
applied. 

Both individual and strip asphalt 
shingles are available with square butts 
yw with tabs shaped to form an hex- 
agonal pattern. All types of asphalt 
shingles are made in a full range of 
solid and blended colors 


Nailing It Down 


(Continued from Page 7) 


many metals were going to be made in 
wder to convert to war needs. Increas- 
ing rent decontrols caused landlords to 
modernize their buildings to meet high- 
er bracket rental competition, and con- 
tractors were being called in on these 
jobs. The year closed with an optimistic 
note as the General Sales Manager of a 
large roofing materials manufacturing 
firm pointed out that contractors could 
lo better than ever in 1951 as new 
home building is restricted through 
the year—and so Happy New Year te 
yur many good readers, advertisers and 
friends '!—S.H 


Waters 


(Continued from Page 11) 


ime I attended a national convention of 
Roofing Contractors. Except for the 
delegation from the Carolinas I knew 
few at the convention, and yet when I 
left to go back home I had been elected 
i director of the national Association. 
My circle of friends grew as a result 
f that convention. | met leaders of the 
industry among contractors, jobbers 
ind manufacturers from all over the 
United States and Canada. Twelve 
months ago these friends in the industry 
paid me the supreme honor of electing 
me to the Presidency of the N.R.C.A. 
My duties as President during the 
vear have indeed taken more of my time 


--- WHEN YOU WORK ON A JOB WITH— 


MAT 


Matt equipment is designed and built specifically for 0 
It saves hours of time and effort enabling you You get through faster and 


roofers. 





FELT LAYER 

Mops and lays in one op 
eration 125 to 150 squares 
(3 ply) a day with only 3 
men No fish mouthe—no 
windy day layoffs—no waste 
of “Hot Stuff." Individu- 
ally adjustable for strip 
mopping or tacking 














“HOT STUFF" PUMPS 

No time lest waiting for 
hoisting Always & con- 
stant supply of “Hot Stuff’’ 
for the 

Material 


overheating carboniza 
tion of kettle tubes. 














hn 





COIL-LESS BURNER 

There are no coils—simply 
a heavy steel manifold for 
vaporizing oil. Eliminates 
95% ecarben trouble — no 
troublesome coi) - clogging 
Guaranteed for two years. 














ROOFING 
EQUIPMENT 


to work more efficiently without fatiguing the workers 
do a better job. 


‘HOT STUFF” CARRIER 


Neo more carrying buckets 
long distances—wheel them 
on 4:00x16 tires and aveid 
the danger of spilling or 
splashing “‘Hot Stuff." 


“HOT STUFF” BUGGY 
A 3 gallon capacity buggy 
to be used with the Pitch 
Pump outfit or can be 
equipped with chains fer 
hoisting intact with an “A” 
Beam. Really speeds up « 
roofing job. 


MATT-MASTER KETTLE 
Matt “Heet-Hold” Kettle 
are made in various sine: 
up to 600 gallons capacity. 
Made in either skid o@ 
2-wheel |, Dneumatically 
tired. All Matt Kettles are 
equipped with the faemeus 
Matt Coil-Lese Burner. 


SEE US AT THE CONVENTION OR SEND FOR CIRCULAR DESCRIBING ENTIRE LINE 


MATT COIL-LESS BURNER COMPANY 


LAKE STREET * 


GIVE VENTILATION 
PROBLEMS THE AIR! 
and make Extra Profits 
install 

“MIDGET” LOUVERS! 


to ventilate sidewalls and prevent condensation and 
moisture blistering. For use on flat roofs, eaves and 
soffits, unexcavoted oreas, gables, storm sashes, etc. 
AND the new “LD” series “Midget” Louvers ore 
especially designed for interior installations such 
as finished basement walls, closets, cupboords, etc. 
—ond on the exterior in ploces where structural 
characteristics shield the louver from the elements. 
All “Midget” Louvers are made entirely of rust-proof 

aluminum in 5 convenient diam- 

eters and are easily installed by 

drilling a hole of the proper 


CHICAGO 24, ILLINOIS 


the 
“MIDGET” 





LOUVER 


COMPANY 


8 WALL STREET 
NORWALK, CONN. 


than actually I could spare from a rapid diameter and tapping gently into 
place. “Midget” Louvers also 
hove built-in screens to keep 


out insects. 


ly expanding business, but I have been 
repaid many times by the expressions of 
appreciation that I have received from 
industry members for whom association 
has performed 





[ a’ 
| Ug= 


FOR THE ASKING 


The Free BOOKLETS offered 
semt the most expert knowledge available in 
USE THE COUPON 
to secure the booklets you want— 


PRINT 


vere repre- 


ach specialized field 
BELOW 
and please your name and address 
clearly 


SPRAYED INSULATION 
new types of insulation 
with this new kind 

spray on. Since it can be 
face, every building is 


field mplete details if 


MIDGET LOUVERS 
rn ean, neat. For 


-asy installed lier 


CAULK IT UP 
mpound which 
una tree 
BUILT-UP ROOFS Asbestos 
rot-s forms the basic materia 
n these built-up roofs 


fs check 4. 


or tree rt 


SUPERIOR KETTLES 
yeven added features which 


ALUMINUM AWNING 
sight. TI t kaged a 


INSULATING ROOFS 


ture resistant product 


with this highly mois- 
keeps heat loss through 
the roof at a minimum in winter and top floors 


much er ir ammer. For full information 


SNOW GUARDS 


ROOFER’S HOIST 


PATENTED ROOFING KNIFE 


steel blade gives double value, 


The 2-pointed 

two blades 
for the price of one. New blade easily inserted 
Price heck 10. 


BRAND NEW INSULATING SIDING 
nd ‘ noss blend, featurir 


ROOFERS MOP YARN 


ack 12. 


ROOFING, SIDING & BUILDING 


~~~~~~-~MAIL THIS COUPON-~~~~~- 


AMERICAN ROOFER and Siding Contractor 


425 Fourth Avenue, New York 16, N. Y. 


January, 1951 


would like literature or information on the following: 


I 

1 70 30 
20 8 [ 4 
3 9 Iso 
4 10 [ 16 
80 ue 170 
8 12 18 


25 C 31 
26 32 C 
27 Co 33 
28 CL) 34 
23 C1 

30 


If you want American Roofer, 12 months for $3.00, check here [) 


AMERICAN ROOFER 


BETTER SHINGLES 
points 
shingles will 


Interlock 
nailed to the roof at four ; 
please the 
formation, 14, 


ROOFERS TOOLS ... Can't get it anywhere 
else? Then try here. For 
check 15. 


lists and prices, 


ROOFING KNIVES . Keen, rigid blades 
driven into custom built handles that provide 
ist the ght grip. Prices 


details, check 16. 


ROCK WOOL SALES .... will 


‘ 


increase rapidly 
1951 pre- 
gram. The company will help you in every 


tie in with this progressive 
basic way if you want to get in on a great 


tles deal. For complete details check 17. 


FELT-LAYING MACHINE ... At last, a machine 
that automatically does the job of laying felt 
en a built-up roof. Three men do the work of 
k 18. 


ition, see details 


CAULKING COMPOUND . 


with a pressure gun, comes in a variety of 


. Easily applied 


solors. For more information on this fuel-saver 


heck 19. 


SNOW GUARDS _.. for all 


roofs; Spanish tile 


types of steep 
Roman tile, Mission tile 
und other tiles; also for 


metal or composition 


roofs. Catalog 8d-2 sent free if you check 20. 


RED CEDAR SHINGLE 


baked-on 


the new 
durable 


easier and 


with 


finish. Beautiful! More 


shingles that are the rea) thing 
faster to apply 


Made only from certigrade 


straight grain red cedar 
ilator. For 


nature's prize in 


check 21. 


samples and info 


CELLULAR GLASS INSULATION is the 
ermanent roof insulation, because it’s abso 
lutely fireproof, waterproof, verminproof 

klet on its use. Check 22. 


Free 


BRACKETS That help you tw 
fiset ladder rails from sidewalls, et 
as a scaffold support. Info, 23. 


An added 
1dded source 


n-resistant, stainless steel 


service to 


BIRD-PROOFING 
your customers of income 

fers vorrosi 
roduct which baifles and repels all birds 
check 24. 


Details 


ZINC CORNER STRIP .. . improved appear- 
ance at corners and along window and door 
frames on siding jobs with this metal sidinc 
strips. For complete details check 25. 


MAN-SIZE . . . all steel, unbreakable roofing 
bracket, patented folding. Check 26. 








for January, 1951 


CORK ROOF INSULATION has greater 
structural strength, high insulating value, light- 
er weight, for free manual check 27. 


BITUSTATIC CEMENT and many other 
roofing products, for details check 28. 


NCN-BURNING RCOF MOPS . - made of 

tibrous glass cant burn an't char, pick up 

more, weigh less in use, and have many, 

many other superior qualities. Prices, details, 

check 29, 

MEMBRANE FABRIC ... and asphalt producs, § ["—""" 
for i 


roofing, waterproofing, insulation, damp 
proofing, flooring, and many other roofing 


products, by @ quality house at reasonable INSULATION 


prices. Check 30. 

NEW KETTLES ... A scientifically designed fa O C¢ 
up-to-the-minute modern kettle that cuts fuel 

bills and produces the flow of hot materials 


in a the time formerly required bya firm that a Oiehas CORRECTION SprayKote has an extremely high coefficient of 
has the “know-how” of 40 years. Check 31. E sound absorption. This mokes it ideal for 
TESTED HOPS Roofers mops on hardwood 


interior insulati in churches, auditoriums, 


offices, and theatr 





handles n tubes or cut and tied. Prices <i 


eck 32. 
MOP HEAD AND STAPLE and many othe: 





ZEEE 
_CONDENSATION CONTROL Condensation is effectively controlled by SprayKote, 
Sete 


+ d 
or 





industrial and home market. 


P uv 


SprayKote is ideal thermal insulation. Sprayed from a 


aked insulation meets Fede gun directly on any surface it forms a uniform coating, 


; = megs .s eliminates the dust usually present during application, 
and is water-repellent, wind-tight and fireproof. 


LEE 
Zc INSULATION — 


“hal 





Illinois Firm 


"i Since it can be applied on ANY surface, EVERY building 
(Continued from Page 15) 


is @ prospect for SprayKote. Large volume, big profits, 
th ds of prospects. . . . Write today! 


roofing accessories. For information check 33. | = 
CORKBOARD INSULATION This steam- | 


the manufacturer relays the inquiries 
to the local company, which follows 
these up by mail and personal calls. WRITE SPRAYED INSULATION INC 

A mutual exchange of prospects is | savin y ba 


LS 56-58 CRITTENDEN ST. NEWARK 4, N. J. 

















made with a few building and other 
contractors. 








Tickets to the annual Shrine circus 





are purchased and given away to chil- 
dren, || “It’s worth $200 but cost $2” 

While ali these methods of promotion | “Best stuff for salesmen I ever saw” 
are more or less effective, right now | “Helped us in selling” 


the main dependence is upon telephone , 
‘ j I : : I mg These are just @ few comments from contractors about 
book advertising and in personal solici- 


"___ Use of Classifieds My Hardest Sale 


Che classified section of the phone 
book is used rather extensively. Under 
the classification of “Roofers,” the A file size brochure containing twenty authentic, practical stories from roofing 


Peoria Roofing Co, is represente: 9 ‘ 
eoria Roofing Co. is represented in and siding salesmen of their actual closings. 


three different places. First, there is a 


one-inch ad in connection with the black For Salesmen Who Want to Make More Money 

face type listing of the firm. Second, 

the firm has a regular five-inch display This brochure Easy Order Coupon =~ 
was : : should be studied 

ad on the same page. Third, there is an by every salesman AMERICAN ROOFER & SIDING CONTRACTOR 


" , . nm the roofing, sid- 
ad under the manufacturer’s name sim- ine cand ineaiotion 425 Fourth Avenue, New York 16, 
ar » Hiret : -ntione P on Oe industry. It is a gold 
ilar to the first ad mentioned, advertis cies ét pani ie add ae iaaees 





copies of “My Hardest Sale.’ 1 enclose 
sales experiences. 


Straight from the 
shoulder, it makes check , Money order (or bill me) 
interesting reading 
and gives money- 


ing the products and bearing the Peoria | 
| making information 
| 


Roofing Co. name as the place to secure 
these products 

In addition to these ads under 
“Roofers,” the firm is listed in black 


Firm 


Each $2.00—10 or 
more, $1.50 each Address 














AMERICAN ROOFER 
lace type under the headings of “Sid of one end and roof of a residence cov- 


ing” and of “Insulation.” ered with asphalt siding and roofing. 


Manufacturers ‘All these other methods of promo The window also contains a neon sign 
. tion are effective in two ways,” says With the firm name, which lights up the 
& Distributors ' 


Mr. Hudson. “Each brings some direct ™iniature home. The location of the 

Everything for Roofing and sales in itself. Just as great, however, 

Wat fin and perhaps more so, is their influence 
Sear eCeanS n preparing the way and making it 
CAULKING COMPOUND easier for personal solicitation. There 
ALUMINUM PAINT is no question but that when a solicitor 
BITUSTATIC CEMENT ls at a home or an industrial office 
ROOF COATINGS & CEMENTS and gives the name of the firm for 
INSULATION which he is working, it is much easier 
ROLL ROOFING—FELTS— o secure an audience if the person on 
PITCH—ASPHALT—COAL TAR whom the call is made has seen, or be 
COPPER—GALV. IRON come acquainted with, the firm name 
elsewhere. In many cases, while the 
tnsied eo Gonsine Buren Products prospect may not know anything about 
oe “ —s nigger tS esthaee Aen Peoria Roofing Co. mechanic uses as- 
METROPOLITAN other connections, he has, consicously estes shingle cutter while on farm 

ROOFING SUPPLIES CO., INC. r unconsciously, become impressed home job. 

286 East 137th St., New York City with the idea of the stability and repu R "Ads ; : 
tation of the firm, and so is predisposed office on one of the city’s heaviest traf 
to listen to what the solicitor has to fic Streets, causes the window to attract 

rds. it is not like both the attention of both pedestrians and 
, e firm being total] Motorists passing by. A neon over-the- 
. | strangers to prospect. The aeieal the sidewalk sign also attracts attention. 
: prospect hi 1 heard the firm Several panels of asbestos shingles 
exe, | Name, the more likely he is to welcome 204 asphalt siding and shingles make 
at the enles talk of the aciictor ” effective floor displays 


CLASON Five Solicitors For Homes Giveaways 


SNOW GUARDS a . Che company has always made a 


toys hve soneitors mM practice of having on hand some small 
For new Slate Roofs, Spanish Tile t iome fielk r. Hudson himself item to give away to customers and 
Roofs, Old Slate Roofs, Flat Tile calls on those in t ndustrial field. In , . oa 
Roofs, American Method Asbestos alls on 1 n wees prospects. A large variety of these have 
Shingles and French Method Asbes- this connection rm has contracts heen used. At present 
tos Shingles and for Metal Roofs. with several estates owning residential | 
CLASON SNOW GUARDS and/or industrial properties which are was given to customers 
Standard for Fifty Years leased to other his work is rather I 
extensive, taking about two days each thy community by being a member of 
THE M. N. CARTIER week to t re of their requirements. the Peoria Association of Commerce, 
& Sons Company n addition to the formal methods of | the Peoria Better Business Bureau and 
275 oa, ae — Building promotion, window and floor displays the Greater Peoria Credit Bureau. It 
vidence. « & dd their ilent ntribution street eOis: ~mber of . meric: > ® 
ines ieee aan Cts Rien ’ ution. Ina street also is a member of the \merican Roof 
window, a form hi n built repre ing Contractors Association. These con- 
senting in miniature one side and part nections give the firm a standing in the 


Gives Siding Jobs Improved - 
Protection and Appearance 


ngs gN-THE -JOB 


, it’s a nail file. 
ast Christmas a neat envelope opener 


he firm enters into the civic life of 














ee 


bestos Siding 


mone P\ SN Rae 5 


save valuable 
time. simplify fit- 


ane. snplty ® ROOFER'S MOPS ON HARDWOOD HANDLES 


md along win- 
y we and door - YARNS ON TUBES OR CUT AND TIED 


frames. give added pootection. by using in- W rite for Prices and Yarn Sam ples 
dividual sinc corner strips. Made of 


oxidized zinc . . . will not stain. Lengths QL IALITY PAYS FOR ITSELF” 
suitable for any Asbestos Siding Shingle. For 


on RUGHER MANUFACTURING CO EUREKA MOP MFG. GO. 


Formerly DOUBLE GRIP BRASS CLIP CO 1808 CHOUTEAU AVE. ST. LOUIS 3, MO. 
211 S. Main St. Kokomo, Ind. 
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community and in the trade. 


ONLY $340.00 “It is difficult to check up how much 


business comes from this or that meth- 
F.0.B. CHICAGO 


od of promotion,” says Mr. Hudson, 


“except from personal solicitation, The 
results from this form are definite, as 
we have concrete evidence in the form 
of signed orders and:contracts. But just 


“340 how effective the personal contacts of 
ROOFER’S se solicitors would have been in securing 
these contracts and orders had the 
prospects not been influenced more or 
less from our other forms of promotion 
it is hard to say. We believe that these 
other forms have a definite effect on 
personal contacts and so we believe STEADFAST LADDER & 
thoroughly in a balanced promotional SCAFFOLD BRACKET 


program. : Here is the handiest, easiest-to-use, neotest 
“Our extensive list of repeat cus- offset ladder bracket you've ever seen. It will 


, save you time, labor and money; it’s safer! 
Speeds up the me- tomers we believe to be due to good STEADFAST BRACKETS help you two ways: 


terials handling port work, good materials, good service and 1. Offset ladder rails from sidewalls, 
4 gutters, cornices, etc. 

In pairs they make an easily assem- 

bled scaffold support. 


pollens eee a good reputation. After all, about all a 2 
eliminates aching . . 


becks. Most prac- concern in any line has to sell is good 

tical and widely used roofer's hoist. Weighs reputation, material and workmanship. Over 4,000 In Use 

only 320 Ibs.—easy to roll and load. Simple, hese ee ee LIne 3 1 

sofe to operate Holds 250’ of 34” rope ese we have been successful in sell- Order from distributer or direct. Write for 
: } } : e folder. Money back if not satisfied. 

4 h.p. Has capacity of 400 Ibs. at 300 f.p.m., ing through the aid of our balanced 

500 Ibs. at 250 f.p.m., 600 Ibs. at 200 f.p.m 


promotional program.” Distrib Territori 
at 2,700 r.p.m. engine speed ‘ 


s: T Open! 
Write for Literature 


SEROUS peor or Geenes ave. Applying Shingles STEADFAST EQUIPMENT (0. 


Chicago 22, Hlinois (Continued from Page 12) 878 Franklin Ave. 

















red cypress, or California redwood, 
except where a double coursing is used. 
In the latter case, flat-grained shingles 
may be used for the under course as a 





matter of economy. Usual lengths of 
wood shingles for use on outside walls 
are 16, 18, and 24 inches, width from 
3 to 14 inches, and thickness, measured 
at the butt end, about 4 inch. For side 
walls, the recommended exposures 
vary from 6 to 11 inches for single 
coursing and from 8 to 16 inches for 
double coursing, depending upon the "Is it 
lengths of the shingles being applied. too late, 
Wood shingles are usually stained to Doctor?” 
an ven 4 obtain the desired colors effects. = 
YOU THE SALES It’s not too \gte for Americans 
~ ‘ ~ ; . 
REPRESENTATIVE WE WANT? Asbestos-Cement Shingles who go to their doctors at the 
? . Ashbestos-cement shingles are made first sign of any one of cancer’s 
, of portland cement and asbestos fiber 7 danger signals: (1) any sore 
We're searching for a man who : : that does not heal (2) a lump 
has proved himself in the build- formed under high pressure; they are : ; , PRES 
ing products and building spe- 1 or thickening, in the breast or 
cialty field a wide-awake hard, durable, and noncombustible ; and elsewhere (3) unusual bleed- 
nard-hitter with lots of solid ex- are available in various designs, colors, ing or discharge (4) any 
perience. We make what's con- > : an J ae vart . le 5) 
ceded to be the nation’s finest and textures, including both uniform- change In a bre GF mus uf 
aluminum combination windows ey Sera Se tt persistent Indigestion or qdil- 
and doors, and we need a man tic kne SS and tape red-butt shingles. ficult, in swallowing (6) per- 
who's just as good as our line! ( inari P > -ceme : . 4 ’ : 
who's just as good as our line! rdinarily, asbe stos-cement shingles sistent hoarseness or cough 
them how to increase their sales require little maintenance. However. (7) any change in normal 
A permanent job witt “ellent . . . . 
compensation awaits ‘he man some shingles, especially in the lower bowel habits. 
who convinces us he's ready and courses, may become broken or other- Guard yourself against cancer. 
able to handle our items. Write . . > , we. Ss > 
fully. Box No. 250, American wise damaged and need to be replaced. Phone the nearest office of the 
Kooter & Siding C.wuitractor, zo WI a ’ rags: . Ame rican Cancer Society or 
Fourth Ave., New York 16, N. y Nhen purchasing shingles, it is advis- simply write to “Cancer . 
: ° : 3 - $ wr : 
able to obtain a few extra for this pur- 


pose, because it may be difficult later to American Cancer Society 





CORKBOARD) 
INSULATION 
STEAM-BAKED. Meets Feder 


SAVINGS Centact 


RECTOR INSULATIONS 


a number 


a Change In appeal 





“Buy from Frey” 
TOOLS 


FOR THE ROOFER 


Frank P. Frey & Co. 


2634 W. MADISON STREET 
CHICAGO, ILL 











Roofers’ Supplies 
Contractors’ Supplies 
Anything You Need 
ALL STATES ROOFERS SUPPLIES 


2107 W. LAKE 8ST. CHICAGO, ILL. 








> 


CAULKING COMPOUND 


RP ag 


sip BY I LEADING SOBBERS 
PARALASTIC PRODUCTS CO. 


122 EAST 42nd STREET. NEW YORK. N.Y 


INC. 





ROOFERS MOP YARN 


Duck — Denim — Cable Cord 
White Slosher — Soft Slasher 


Samples on Request 


E. L. HILTS & CO. 


Box 2384 Hickory, N. C. 











Next Month: 
NERSICA Convention 


Floor Plan and 


Exhibitors, Complete 








natch those which have been in service 


of years. Paint is not usually 


applied to asbestos-cement shingles, but 


ance may be accom 
} 


plished by using resin-emulsion or 


rubber-solution paint, provided the 


manufacturer's directions are carefully 
followed 

Exposed metal parts of a house, such 
as gutters, downspouts 


dows, flashings 


screens on wil 
fastenings, and electri 
luits, should be kept well paint 
Dust 


removed 


avoid staining wall surfaces 
deposits may be 
les with 


asbestos-cement shing 


water or a solution of tri 
plie | with a stiff 
should then be 

th clear wate 

which are 


| by scrubbing with 


stains 
require atten 
uld he 
rhe use of rubber 
nded, and 


Copper stains may 


speci al 


observed in 
' 
clothing 


removed by a 5 


per cent solution of 
acetic acid linary white vinegar 
' 


’ , “Ga . 1] 
tpplied Dy bDrus ind lolowes ”y Tins 


with cle vater, Rust stains may 


1 
cent soiut 


ion of 

r cent solution 
with clear water 
stains caused 


Wo «dl 


ed bv a good 


during 


froma 
ing them soaked in turpen 
thinner. Dry paint 
ff with a knife 
th paint remover. Oil 
lifficult to remove complete 
i f a volatile 
etrachloride, 
will help to reduce the intensity of the 
stain. Asphalt and tar stains 


tine or 


Repeated appl 


nt, such as car 


cannot 
be completely remo but wiping with 
turpentine or other paint thinner will 


reduce the intensity of the stain 


inewioting Siding 


from Page 18) 


furring special condi 


tions do warrant their application on 
insulating siding jobs will produce sat 
ishied customers. And as the 
Siding 


Insulating 
found when it con 


lucted ries of Iirvevs } 
"1 


“Every job 
re on sight.” 
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‘| Wouldn’t Part With It 
For 10 Times Its Cost’ 


wr —— 


That's What 1 Dealer Says 
About 


ROOFING, SIDING & 
BUILDING SPECIALTIES 
MANUAL 


* 
Don’t Miss These Important 
Articles in the 1951 Edition: 
4 COMPLETE SECTION DISCUSSING IN_ DE- 
TAIL ALL TYPES OF PRIMARY AND COM- 
BINATION WINDOWS. 


ALL TYPES OF METAL AWNINGS, DESCRIBED 
AND DISCUSSED IN DETAIL. 


ARTICLES ON yy AND PLASTIC TILE, 
GARAGE DOORS D OPENERS, AND DOZENS 
OF OTHER PROFITABLE SPECIALTY ITEMS. 
COMPLETE SECTIONS ON SELLING, TRAINING 
SALESMEN, ADVERTISING, BUILDING YOUR 
VOLUME, ete. 

150 pages crammed full of valuable information on 


EVERY phase of your business. Every dealar will want 
copies to help him make more money 


* 
1951 Edition 


GET YOUR COPY 
TODAY 
ROOFING, SIDING & BUILDING 
SPECIALTIES MANUAL 


425 FOURTH AVENUE 
NEW YORK 16, N. Y. 
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Wall Casting Jig 
Helps Cut Costs 


A movable form, or jig, weighing 
less than 100 pounds which casts in 
place concrete walls in continuous lay- 
ers is being tested by private builders 
in low-cost house construction in Flor- 
ida. Substantial savings over the cost 
of pre-cast concrete or cinder block, 
are claimed by the producers 

The system consists of casting-in- 
place simultaneously two  four-inch 
concrete walls, separated by an air gap, 
or cavity, tied together by metal rods. 
Concrete is tamped into the forms. 
Chen the forms are released and rolled 
laterally along the wall to make the 
next section. It is said that a section 
15 inches long by 12 inches high by 
10 inches thick can be cast in from 
two-and-a-half to three minutes 


Reroofing Barracks 


(Continued from Page 18) 


protecting the lives of thousands of men 
closely-quartered in cantonments. 

As the nation’s Defense program 
swings into high gear and the Armed 
Forces continue to grow toward the 
goal of 3,000,000 men set by President 
Truman, a corresponding increase will 
be required in the bases operated by 
ach of the Services 


What's New 


(Continued from Page 17) 


air pressure range (from 20 to 175 PSI) 
can be powered by air compressors with 
either large or small output capacities. 

Rust and corrosion preventatives, calking 
compounds, adhesives, sound deadeners,roof- 
ing materials, undercoaters, and many other 
industrial materials are pumpable faster and 
in greater volume with the new Graco Mogul 
Even gummy mastics, and other non-self 
leveling substances can be easily handled. 

Moguls weigh only 35 lbs. They are manu 
actured by Gray Company, Inc 


News 


(Continued from Page 19) 


any year except 1950, and a physical volume 
total that would compare favorably with 
ther prosperous construction years 

The company doubts that there will be 
the level of construction costs 
in 1951. Some materials will be tight; others 
which were tight in 1950 will be plentiful 
and competitively priced 

“Demand for building labor will ease some 
what with reduced construction volume, 
though doubtless many men who have been 


much change in 








No play! 
No wobble! 


R. MURPHY'S 


They must make 
good or we will! 


STAY SHARP 
ROOFING KNIVES 


First choice with roofers for almost 100 years. Stay Sharp Knives are 

preferred because they have a keen, rigid blade that cuts and trims 

smoothly—evenly—accurately! Hand-honed blades, uniformly tem- 

pered by an exclusive process are driven into custom built handles 
. never ; wobble. And you'll never tire from an uncomfortable 

grip—Stay Sharp Knives are designed for perfect palm fit, always 

giving you a firm grip. 

Since 1850, R. Murphy Stay Sharp Roofing Knives have made roofers’ 

work easier. They must make good or we will! 

Ask for them at your nearest Hardware or Roofing Supply Store 


SONS COMPANY 


AYER, 





MASSACHUSETTS 
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INCREASE WINTER PROFITS: 





Installed on 


For Residential 


Type Buildings 
2 PIPES 4” IPS 3 PIPES 3%” IPS Sell Them On Every 


roots without re- roofs, Spanish Tile, 
moving slate. ideal corrugated and 
for small homes. other steep roofs. 


ADJUSTABLE PIPE |No-Freeze 
SNOW GUARDS for Roof Drains 


old For large slate Job from Now Till Spring 


Write Dept. “R” for catalogues and 











Roof Scrapers 


w Guns 
Aluminum Mop 
indies 





Portable Electric Bronze Roof Strainers 


prices. To protect trade please use your 


@ OTHER PRODUCTS printed stationery. 


Mops and Yarns 


Ladder & Roof 
Brackets 
Slag 
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Aeroil Products Co 

Ajax Building Bracket Co 
\ll States Roofers Supplies 
American Stained Shingle Co 


Armstrong Cork Co 


Barrett Division, Allied Chemical 
Dye Corp., The 

Bugher Manufacturing Co 

Calbar Paint & Varnish Co 

Cartier & Sons Co., The M. N 

Connery Construction Co 


( Thru Aluminum Awning Co 
Eureka Mop Mfg. Co 
& Co, Frank P 
Hilts, E. 


Hyde Mfg. Co 


Frey 


L. & Co 


Johns-Manville Corp 


Jones & Brown, Inc 

King Mfg. Corp 

Kirby Industries 

Lewis Asphalt Engineering Co 
David 


Levow, 


Matt Coil-Less Burner Co 


Metropolitan Roofing Supplies Co., 
Inc. 
Midget Louver Co 
Murphy's Sons Co., Robert 
My Hardest Sale 
Nixalite Co. of America 
Paralastic Products Co 


Rector Mineral Trading Corp 


Roofing, Siding & Building Special- 
ties Manual 28 


Ruberoid Co., The Back Cover 
Sprayed Insulation, In« 


Steadfast Equipment Corp 





CORRECTION 


The above photograph appeared in the 
December issue of AMERICAN ROOF- 
ER with an incorrect caption. The gen- 
tleman (left) receiving the Financial 
World Magazine’s “Bronze Oscar” for 
the company submitting the best annual 
report in the building material field is 
Mr. G. K. McKenzie, Vice-President and 
Secretary of the Flintkete Co.—and not 
Mr. Ll. J. Harvey, Jr., Flintkote’s Presi- 
dent, as was wrongly stated. The editors 
regret this error, which was inadvertent. 


A. E. Binger, Jr., Appointed by 
Carey as Industrial Sales Mer. 


Reynolds To Increase 
Aluminum Capacity 
200 Million Pounds 


mn mids increased 
mtoe pro 
mpany by 
David P 

rge of sales 
quantity of 
contribution 

| military needs 


the Farm,” Mr 
ximately 65 pet 
his company 

the farm 

um in recent 
ited the demand 


maximum 
rdinary de 
s program 
houses was 
itable use 
Professor 
Maryland 
ts refle 
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CLASSIFIED 
ADVERTISING 





Under this heading classified advertisements 
are accepted at the uniform rate of 12 cents a 
word, but no advertisement taken for less than 
20 words with a minimum charge of $3.00; 3 
months at 10c per word per insertion. Check 
or Money Order must accompany copy of Clas 
sifiei Ad. Advertisements soliciting dealers or 
distributors. or new products for sale, not 
accepted in classified section. Address al! 
communications to Classified Department. 
AMERICAN ROOFER, 425 Fourth Avenue, New 
York 16, N. Y. 


HELP WANTED 
WORKING FOREMAN FOR Built-up Rox 
lity to supervise and run jobs wanted by 
fifty ears dl wages 
es cated 
Ame an Roofer 
\ve New York 


WANT TWO USED ro 
| heating. Capacity 
Must be in good 
011 W. Lake St 
USED EQUIPMENT 
FO SALE USED 
me (Large) Rotar 


New York l¢ 


BUSINESS OPPORTUNITIES 


MANUFACTURERS’ REPRESENTATIVE 
SEEKS roofing and siding products. New York and 
Write Box 241, American 
Roofer & Siding Contractor, 425 Fourth Ave., New 
York 16, N. ¥ 


surrounding territory 





ROOFING BUSINESS, TWENTY years estab- 
lished on busy boulevard in good section, 120 foot 
frontage in M 2 zone. Three well furnished offices, 
fully equipped, large yard with 
storage tanks and coating manufacturing machinery 
Earn $15,000 to $20,000 yearly; good steady clientele 
Price $55,000. Box 239, American Roofer & Siding 
Contractor, 425 Fourth Ave.. New York 16. N. Vv 


large warchouse 


JANUARY 
2);3;4 
9 | 10! 11/12 



































20s mow in 4 gorgeats COLORS. 


Yes, the PACKAGED PACE-SETTER that amazed the indus- 
try last year is now arrayed in GAY COLORS! That means 
even MORE SALES for this revolutionary ALUMINUM 
AWNING that can be assembled in minutes. 

C-THRUS come in four BAKED ENAMEL COLORS that will 
wilt the sales resistance of any proud homeowner. What's 
more... your customer gets complete LIGHT, and perfect 
VENTILATION. It’s a PROFIT WINNER any way you look 
at it. Write for full particulars TODAY...see how YOU 
can cash in on this sure-fire sales item! 


Available in 30 standard sizes 
and 7 color combinations. 


JOBBERS: Write or wire immediately for further information. 


DEALERS: Contact us for location of your nearest jobber. 


Exclusive C-THRU Features: 


LIGHT 


LIGHT 


C-THRU’S patented curved 
louvers break up harsh, out- 
side light which enters your 
room soft, glareless and dif- 
fused. No more dreary 
rooms with this exclusive 
feature. 


WINTER 
WHITE 


BISCAY 
BLUE 


GARDEN 
GREEN 


att 
ial 


oe 


VENTILATION 
C-THRU’S engineered louvers 
keep the sun away from 
your windows, and allows 

pl air circulati No 
dead air pockets means tem- 
peratures lowered as much 
as 17 degrees. 





C-THRU ALUMINUM AWNING CO. + 424 W. 11th ST. °* LOS ANGELES 15, CALIF 





















































Youll Vtg the bell 
with Kaberott’ 


Yes, Ruberoid helps you ring the bell in making 





entleman 


more sales ... on your own sales floor, or door-to-door. 


Ruberoid advertising does more than get its foot 

in the door for you. It tells a powerful, convincing sales story 
when prospects are in a receptive mood . .. in such magazines 
as Time, Better Homes & Gardens, Good Housekeeping. 
Successful Farming, Country Gentleman, Capper’s Farmer, 
Progressive Architecture, Architectural Record, 

The Magazine of Building, ete. 


’ Besides pre-selling the superior features of wind-defying 
Ruberoid Tite-On Shingles . . . Ruberoid Vitramic, 

the vitreous-ceramic coated ashestos-cement siding . . . and 
Ruberoid Stonewall, the rocklike, rugged, yet easy-to-“work” 
ashestos-cement board . . . you also are backed to the 

hilt with consumer literature, ad mats, and point-of-sale 
display aids, including ad reprints in cover reproductions 


of magazines in which ads appear. 


You’ll make more sales ... easier... with 


Ruberoid pre-sold roofing and siding. 


Xoor 
The RUBEROID co. 


500 Fifth Avenue. New York 18. N. Y. 





